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Having entered the States of 
TEXAS and MINNESOTA 


We have desirable territory 
open for 
GENERAL AGENCIES 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city of over 10,000 population. Offers 
for the first time an exclusive agency in the following 
cities: 


Illinios Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwaukee St. Joseph Bay City Altoona 
Cicero Racine St. Louis Flint Chester 
Decatur Superior Grand Rapids Erie 
East St. Louis © Madison Nebraska Jackson Harrisburg 
Joliet Omaha Kalamazoo Philadelphia 
Rockford Kansas Lansing Reading 

: Wichita New Hampshire Saginaw Wilkes Barre 
Indiana Topeka Concord York 
Evansville Manchester 
Gary Nashua 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professiona) men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


"ERNEST W. BROWN, Sec’y-Treas. 


IOC EE 








ral 


se Te Tae 








UNITED STATES HEAD OFFICE: 
431 Insurance Exchange, Chicago, Illinois 


ASSETS at 12-31-21 : $9,210,106.98 


ACCIDENT . AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-21 : $1,508,414.20 


EASTERN DEPARTMENT: 
55 John Street, New York City 
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A dependable policy such as is 
written by the MERCHANTS 
LIFE is frequently the adjuster in 
the settlement of financial difficul- 
ties—the one thing that satisfies i 
the banker in a crisis. ' 











MERCHANTMEN solicit busi- 

ness with the knowledge that every 

man needs life insurance as a pro- 

/, tection to his business as well as 
to his family. 








There is a greater OPPORTUNI- 
TY for MERCHANTS LIFE 
SALESMEN today than ever be- 
fore. 





A FEW GENERAL AGENCIES 
OPEN TO THE RIGHT MEN. 




















INSURANCE COMPANY 
WILLIAM A. WATTS, President 


Des Moines, Iowa 
Organized 1894 
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Fire and Casualty Agents 
Convene at Hot Springs, Ark. 
Last Day at Lake Placid 
Fire and Burglary Decisions, 
by H.B. Bradbury, New York Bar 





Health and Accident and Southern 
Industrial Joint Convention 

Gathered on William Street 

Charles H. Holland Resigns 

New Accident and Health Company 











AGENTS IN SESSION AT HOT SPRINGS 


Railroads Delay Delegates--Large Number of Company Men Present 


(Special Dispatch from Our Staff Correspondent) 


OT SPRINGS, ARK., October 3.—Dele- 
gates are continuing to pour in here on 
regular and special trains ; but many will be 
too late for the big get-together dinner 
tonight, for the trains are very late and 
several of the special trains are known to 
be yet enroute and not likely to be here 
before midnight, if then. The registration 

continues to mount up, but nowhere near the expected number 
Of delegates have yet arrived. As one man aptly put it, they 
have all they dared hope for but not all that they expected. 
However, it is much too soon to predict what the actual at- 
tendance will be like, for no one knows how many kave been 
held up by the poor train service. 

The executive committee met behind closed doors during 
Practically the entire day. No inkling of their intentions has 
80 far leaked out, so that the important questions at this con- 
Yention are yet to develop. No mention has yet been made of 
the acquisition cost problem which is occupying so much space 
in the insurance papers these days but it is likely that some 
Sognizance of it must be taken. In this connection Colonel 
Francis R. Stoddard, Commissioner of New York, who is 
speaker at the convention, is on deck and so far seems to be the 
only champion of the National Convention of Insurance Com- 
missioners. The title of his address is such that his speech 
could easily cover the question without trouble. 

President James L. Case will probably succeed himself in 
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office, for there has appeared no opposition to him. Everywhere 
about the lobby his activity in behalf of the association is re- 
marked about in very favorable terms and there is every in- 
dication that the members will show their appreciation in the 
only way they can best do it, that is, by re-election. That there 
will be several important changes in the personnel of associa- 
tion there can be no doubt but it is not known just what these 
changes will prove to be. 

The presidents of the various State associations who were 
present this afternoon held a little meeting of their own, there 
to discuss the problems which they must needs tackle in their 
capacities as heads of the State organizations. Paid secretaries 
is the most engrossing of these and Mr. Sherman outlined a 
plan now in use in Minnesota which has proved very satisfac- 
tory. Mr. Sherman, is secretary of both the Agents Association 
and the Insurance Federation. He runs a joint office for these 
associations, thus saving each a large overhead and a great 
deal of duplication of work. 

When the presidents adjourned to get dressed for dinner 
nearly every subject of importance to the agents had been 
covered by them. 

Prominent among the company men present is Edson S. Lott, 
president of the United States Casualty Company, who was 
given a royal welcome upon his arrival here this afternoon. 
Others are Paul Haid, vice-president of the Continental In- 
surance Company; J. Victor Barry, fourth vice-president of the 

(Continued on page 41) 
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HEALTH AND ACCIDENT UNDERWRITERS CONFERENCE 





Holds Joint Sessions at Washington With Southern Industrial Insurers 
Conference 





PRACTICAL SUBJECTS ARE DEALT WITH BY CAPABLE SPEAKERS 





Reports Indicate Satisfactory Progress—Discussions Bring Out Views of Members 
on Live Topics 


(Special Dispatch from a Staff Correspondent) 


Wasuincron, D. C., Oct. 3.—The joint ses- 
sion which opened the annual meetings at the 
Washington hotel of the Health and Accident 
Underwriters Conference and the Southern In- 
dustrial Insurers Conference Tuesday was pre- 
ceded Monday night by a meeting of the execu- 
tive committee of the first-named organization. 

After a brief introduction by President W. 
R. Sanders, I. S. D. Sauls took the chair and 
welcomed the visiting delegates. An invocation 
by Rev. C. C. Chappell was followed by an ad- 
dress of welcome by Hon. Andrew J. Cum- 
mings, member of Congress from Maryland. 
He said it is harder to find pleasure now than 
it used to be, but insurance men can find it. 
He described Washington as the greatest city 
in the world in certain respects, and as a city 
of hospitality. The duty and responsibility of 
insurance men to the people, he realized, is very 
great. In expressing the desire of Washing- 
tonians to make the visit of the delegates a 
happy one, Mr. Cummings told of having his 
wife sit in the audience at a campaign meeting 
at which he was speaking. Afterward she told 
him of the remarks of two colored men. One 
asked the other, “Who am dat gentleman speak- 
ing?” The other replied, “I don’t know who he 
is, but he sure does recommend himself highly.” 

P. M. Estes, general counsel for the Life and 
Casualty Company, Nashville, substituting for 
C. A. Craig, responded to Mr. Cummings’ re- 
marks. He paid high tribute to Mr. Craig, and 
then set forth some of the qualities which are 
placing the United States in the front rank of 
nations, which also impose responsibilities re- 
quiring service to humanity. The influence of 
this country should be used for peace and con- 
sequent prosperity. He favored closer co- 
operation between legislators and their constit- 
uents. 

HEALTH AND ACCIDENT CONFERENCE 

After the members of the Southern Industrial 
Insurers Conference had withdrawn for their 
separate session, the report of the credential 
committee showed that forty-seven companies 
were represented, out of a total of ninety-eight. 
President Sanders announced that the accession 
to the membership of the Reserve Mutual 
Casualty Company of Chicago brought the 
total up to ninety-nine—the largest membership 
in the history of the Conference. 

In his presidential address, 
Saunders, said: 

As it is impossible for your president to attend all 
the various conventions of insurance organizations, 
whenever he is advised some member of our confer- 
ence is going to attend an insurance convention, that 
member is appointed the fraternal delegate from our 
conferénce. 


For the Southern Industrial Insurers Conference, I 
reserve this honor for myself, and I crave your in- 


William R. 


dulgence for my selfishness. Only a few of their mem- 
bers belong to our organization, as the conditions 
governing their business are peculiar to their own 
territory. But my association with them has endeared 
every one of them to me, and I prize very highly the 
personal friendship of their members. 

As they are now meeting at this same time and 
place, some of our sessions will be joint sessions, and 
our banquet to-morrow night will be a banquet of 
both organizations. I urge you not only to meet 
these gentlemen, but to know them personally; and 
if you are fortunate in knowing them as I do, this 
privilege, if no other, will amply repay you for your 
time and expense in coming to Washington. 


CoMMITTEES’ AND OFFICERS’ REPORTS 


For the executive committee, E. C. Budlong 
spoke of the extent to which the uniform classi- 
fication manual has come into use. There are 
now 185 companies using the manual, of which 
ninety-four are non-conference companies. The 
latest manual is dated April, 1922. It is evi- 
dent that the expense involved was a good in- 
vestment. Similarly, the work of the statistical 
committee is recognized as being of great value, 
and its information will save the companies tens 
of thousands of dollars and will ultimately be 
for the accident and health business what the 
mortality tables are for the life companies. 

J. B. Boyer, chairman of the bureau of at- 
torneys committee, submitted copies of a book, 
gotten out by the committee, giving a list of 
about I100 insurance attorneys throughout the 
country. The work of the committee was 
highly commended, and the list is regarded as 
a valuable contribution to the working data of 
the companies in the Conference. 

The co-operation committee, by C. H. Boyer, 
spoke of the willingness of various organiza- 
tions to co-operate, saying the slogan seems to 
be, “Hang together or hang separately.” He 
spoke of the huge potential influence inherent in 
the large numbers of companies and agents, de- 
scribing the business as a “sleeping giant.” 

R. H. Thompson telegraphed that he would 
not be able to attend the meeting, but sent 
cordial greetings from the International Asso- 
ciation of Casualty and Surety Underwriters. 

Mr. Gordon reported for the statistical com- 
mittee and the statistical bureau, giving con- 
siderable data from the records of the first six 
months of this year. It was suggested that the 
punch card system be adopted in the prepara- 
tion of statistics. Greater care and promptness 
in making returns were requested, and compa- 
nies not reporting data were asked to contribute 
their experience for the common welfare. 

H. T. Grant of Kansas City brought up the 
question of the effect of age in health insur- 
ance, and suggested that the companies should 
prepare to report data along this line. 

W. W. Dark explained that the statistical 
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bureau’s work is in its infancy, but it is hoped 
to soon expand it to take in the age subject, 

T. L. Thompson spoke of the importance of 
seeing that every step taken should be done 
correctly. It would be interesting to have the 
whole subject fully discussed; this might lead 
other companies to enter the Conference, He 
will be glad to learn the experience upon fifty 
classifications, decided upon as a preliminary 
report of the committee. The age has much 
bearing upon claims, and should be given dy 
consideration. 

President Sanders said that the committee js 
considering the matter, but does not want to 
go into detail just at present. 

Mr. Gordon doubted whether a report on 
occupational experience will be ready before 
February. 

President Sanders proposed leaving further 
discussion until the mid-winter meeting, when 
better information will be available as to the 
extent of co-operation that can be counted upon, 

Telegrams of regret because of absence, due 
to illness, of A. E. Forrest and Isaac Miller 
Hamilton were authorized. Bayard P. Holmes 
announced several entertainment features, par- 
ticularly for the ladies. S. P. Coulter, Deputy 
Commissioner of Indiana, expressed his pleasure 
at being able to attend the meeting, and ex- 
tended an invitation to the Conference to hold 
its spring meeting at Indianapolis. Several 
State officials regretted inability to be present. 


Appress BY H. B. HAwtey 

H. B. Hawley, president of the Great West- 
ern Accident of Des Moines, spoke upon “Our 
Conference—Past, Present and Future.” He 
described the evolution of the present organiza. 
tion from the old Detroit Conference. He told 
how, to remedy abuses, that association was 
formed and how its members found each other 
to be human and mighty good fellows. The 
gradual elimination of friction and the old 
abuses has been most gratifying. Mr. Hawley 
advised holding annual meetings only hereafter, 
and advocated education of the public that it is 
as culpable to beat an insurance company as to 
steal from one’s neighbor. He also advised giv- 
ing a day at meetings to claim questions. 
Speaking of acquisition cost, he said it was al 
ever-present difficulty. He urged greater at- 
tivity in fighting false claims and punishing 
those making them, and the conduct of the in- 
surance business upon a high plane, paying high 
tribute to those who have aided in the building 
and continuity of the Conference. 


Co-OPERATION AND PUBLICITY 

L. Alexander Mack of the Weekly Under 
writer treated the subject of “Co-operation and 
Publicity” from the journalist’s viewpoint. He 
referred to Mr. Boyer’s suggestion that the 
various national organizations should form and 
be represented in an association comprising al 
classes of insurance, and expressed his belie! 
in its feasibility. The Worlds Insurance Con 
gress did not meet expectations in this direc 
tion, and the Chamber of Commerce of the 
United States did not succeed much _ better 
when the matter was broached a few years 28% 

(Continued on page 41) 
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THE CASUALTY AND SURETY 
UNDERWRITERS 
HE re-election of the former off- 
cers of the International Association 
of Casualty and Surety Underwriters 
and the National Association of Casualty 
and Surety Agents, together with the 
discussions and action at the recent 
annual meetings of those bodies, portends 
an unusually active and important year 
for those organizations and the casualty 
business as a whole. It is expected that 
the affairs of the two associations will be 
conducted with renewed vigor, and that 
attempts will be made to bring about im- 
portant reforms, particularly in relation 
to accident and health insurance. 
Numerous comments were made upon 
the notorious unprofitableness of the 
health insurance business. Mr. Page, of 
the Travelers, said that, while a man 
must die to win in life insurance, and 
had to meet with an accident to recover 
under an accident policy, all that the in- 
sured under a health policy had to do to 
collect money was to possess such a 
policy. Malingering has always been the 
bane of the health insurance business, 
and it is frequently most difficult to de- 
tect efforts to beat the companies by this 
method. Before the American Life Con- 
vention, Mr. Rhodes, of the Mutual 
enefit Life, stated that the companies 
are interpreting their disability clauses 
liberally, and that it cannot be denied 
that in a large ‘majority of the damage 
claims there would have been no claim 
under a strict interpretation of the con- 
tract. This, he says, speaks well for the 


liberality of the companies, but, he asks, 
“Ts it good underwriting ?” 

Three or four decades ago, an English 
society which as a pioneer had been at- 
tempting to conduct health insurance was 
obliged to cease selling that branch of 
indemnity. Within the current year one 
of the largest life insurance companies 
decided to abandon its health and acci- 
dent department, which had been tested 
out for three years. It is apparent that 
some decisive action must be taken to 
place the writing of health insurance 
upon a more stable and profitable plane 
than it has occupied hitherto. 

Similarly, criticisms were made of 
some of the frills which have become 
attached to the business of accident in- 
surance. 
see good justification for the double or 
triple indemnity clause. According to 
Richard H. Thompson, manager of the 
Bureau of Personal Accident and Health 
Insurance, the double indemnity clause 
is costing the companies too much money, 
and it should be abolished. The value of 
the double and triple indemnity clauses 
in many life insurance policies is ques- 
tioned. According to the Medico- 
Actuarial Investigation, the number of 
policies on male lives terminated by ac- 
cident and other external causes was 
found to be 8 per cent of the total number 
terminated by death. In this connection 
Mr. Rhodes, in addressing the American 
Life Convention, asked: “If the purpose 
of the indemnity clause is to afford ad- 
ditional protection to the family in the 
event of untimely death, it would seem to 
be more to the point to provide double 
indemnity in case of death from any 
cause other than accident. The insured 
who is stricken with disease may have a 
long and expensive illness. Is not such 
a case more appealing than that of a man 
who is killed in a railroad accident, and 
in whose case heavy damages can be re- 
covered ?” 

The questions of health insurance and 
double and triple indemnity clauses are 
among the most important which will re- 
ceive consideration during the coming 
year. Another one, however, is the mat- 
ter of acquisiton cost, which is just now 
a very live question and one which must 
be taken up by the companies and given 
serious consideration. 

During and since the war the compa- 
nies have not taken advantage of the 
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There are many who do not ~ 


propitious time to eliminate the frills 
which have grown to be abuses in the 
accident insurance business, nor to in- 
crease premium rates. Consideration of 
acquisition cost and reduction of expendi- 
tures is now the order of the day. The 
reforms referred to could probably have 
been made more easily during the last 
few years than at any other time; but the 
sooner that the companies undertake such 
reforms, the easier it will be to ac- 
complish them. 





IMPORTANCE OF INSURANCE 


HERE has come to our attention a 

remarkable example of what can be 
done in the way ofi interesting the busi- 
ness of the country in the importance of 
insurance. Reference is made to a set 
of advance proofs from two committees 
of the National Wholesale Druggists As- 
sociation, one being the report of the 
committee on fire insurance, the other 
a similar document from the committee 
on employers’ liability and workmen’s 
compensation insurance. That an im- 
portant body of business men such as is 
represented in the organization men- 
tioned should find sufficient interest in 
the business of insurance to induce them 
to appoint committees to present regular 
reports upon these branches of the in- 
surance business and, further, that the 
said reports show evidence of a real un- 
derstanding of the problems of insur- 
ance, is indeed remarkable and attests to 
the good work of some individual or 
individuals within the organization. 

The report of the committee on fire 
insurance is, in a large measure, devoted 
to the subject of fire prevention. Cer- 
tainly if the members of the association 
take the report of their committee to 
heart there is bound to be a very low 
loss ratio in the wholesale druggists’ 
trade. As the recommendations are 
made from among their own member- 
ship surely these men should regard them 
as subjects for their careful considera- 
tion, and surely they will not be listened 
to with the same lack of interest as 
might the recommendations of an out- 
sider, who might be presumed to have 
personal interest in his subject. The re- 
port includes a tabulation of fires in the 
wholesale, retail and manufacturing 
drug business during 1920, compiled for 
the committee by the Actuarial Bureau 
of the National Board of Fire Under- 
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N Blackstock, Pres. Emil Johnson, Secty. 


COMPLETE COVERAGE 


Automobile 
Insurance 


guternational Jndemnitp Co, 
Home Office: Los Angeles 














QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition, has a new liberal and strong selling inducement in its provision of 
DOUBLE DEATH BENEFIT for accidents occurring while riding ta 
PRIVATE or PUBLIC AUTOMOBILES 
20 per cent. of all accidents reported are Auto Accidents 
and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 











UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STSEET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 





INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1922 
Reserve for Unearned Premiums............... $1,149,297.48 


Clore 0 Sr ene ee ene re 257,293.41 
CCT 1a Re ay A eee en $500,000.00 
PE UMASS i555 5 cho cicCAie leis on Said eaters 988,687.75 
Surplus to Policyholders. ........5.66.565 60000 cccsee 1,488,687.75 


Total Assets......... $2,895,278.64 


E. B. Addison, Vice President ~ 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





WESTERN DEPARTMENT 
NEAL BASSETT, V.P., and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 


EASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARE, N. J. 




















Actions speak louder than words 


“‘Service’’ once was the synonym for ‘‘ Welcome co- 
operation and assistance.’’ Today, “‘Service’’ is so 
overworked that, to many people, the original mean- 
ing is quite reversed. Most of us fight shy of the man 
who is forever talking about ‘‘his service,” it’s usually 
a case of the empty barrel. 


But while the word itself may be run down at the heel, 
the spirit of service can never be out of date since all 
successful enterprise is based upon it. 


Remember that the Fidelity-Phenix offers you co- 
operation and assistance in the old spirit of service. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York 


HENRY EVANS 





Chairman of the Board ag 
Cc. R. STREET 
President —_ $2,500,000.00 
Chicago Montreal San Francisco 














THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 

agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. i , 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary Charles W. Higley, Vice-President 

William Morrison, Asst. Secy. 

Home Office, Hanover Bidg., 34 Pine St., New York 








WESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 1851 
FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 
W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1922 
ph Te 
SURPLUS IN UNITED STATES........... $1,599,555-35 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1921 INCLUSIVE........$50,129,109.21 


—— 


THE SIGN OF GOOD CASUALTY INSURANCE 

















LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR 
COMPENSATION iy GENERAL LIABILITY 
Fee eT LEAN 

Established “Sse. 1869 ai 

LONDON GUARANTEE & ACCIDENT CO,, Ltd., °Enctan 


Head Office: CHICAGO, ILL. F., W: LAWSON, General Managet 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
STOKES, PACKARD, HAUGHTON & SMITH, . ‘Ph 
Resident Managers 434 Walnut Street, Philadelphia, 


ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, 
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yriters. The tabulation shows cause, 
jumber of claims and the whole loss. The 
members are thereby enabled to analyze 
frst-hand the loss statistics of their busi- 
ness. 

The report of the committee on em- 
ployers’ liability and workmen’s com- 
pensation insurance is a résumé of the 
changes in the laws and the public atti- 
jude during the past year. The tendencies 
toward increased benefits are therein dis- 
cussed, as are also the extra-territorial 
question, and the matter of unlimited 
medical service. Intelligent study is evi- 
dent from the reading of the report. 

Here is evidence of much good. Fur- 
thermore, it is evident that the great 
business organizations of the country pre- 
gnt to the business of insurance an 
opening for a fuller understanding of in- 
wrance, which may well be carefully cul- 
tivated. We venture the thought that the 
members of the National Wholesale 
Druggists’ Association were but little in- 
terested in the recent outpourings of 
Samuel Untermyer, counsel to the Lock- 
wood Committee on Housing. 





HE National, State and county off- 

cials are co-operating as never be- 
fore to make Fire Prevention Week the 
greatest campaign ever waged against 
the fre demon. Following the example 
of President Harding, who recently pro- 
claimed October 2 to g fire prevention 
week, Governors from coast to coast 
lave appealed to the country to help re- 
duce the gigantic loss of life and property 
which is the annual toll in the United 
States. Such nation-wide organizations 
a Chambers of Commerce, Kiwanis 
Clubs and the National Association of 
Credit Men are solidly behind the efforts 
of the promoters of Fire Prevention 
Week and talks on fire prevention will be 
tlivered before practically every local 
tranch. Plans far more extensive than 









ever before will be tried out this year and 
the services of clergymen have been re- 
cruited, many agreeing to make short ser- 
mons from their pulpit on the sinfulness 
of waste. School exercises have been ar- 
ranged, moving-picture films distributed 
and an army of four-minute speakers 
organized to preach fire protection. Win- 
dow displays will be a feature of the cam- 
paign this year and a large number of 
department stores have donated windows 
for this use. Those responsible for the 
campaign this year intend to use every 
conceivable means to bring forcibly home 
.to the public the enormity, of this drain 
upon the resources of the country and 
that carelessness and ignorance go hand 
in hand as the chief cause of the fire 
wastage. 


NEW YORK SURVEYS 


Malicious Fire Alarms.—For some un- 
known reason, but one which is disturbing not 
merely to the Fire Department but to the entire 
community, there seems to be a gang that is 
ringing in alarms when there is no fire. The 
reports of the New York Fire Patrol for Octo- 
ber 1 and 2 show thirty-eight of such alarms. 
It is needless to point out the effect on the 
morale of the Fire Department when in two 
days they respond to that number of alarms, 
only to find that there is no fire. If anyone is 
caught, the punishment will be severe in all 
probability, but it is extremely difficult to catch 
them. 

The New York Chapter of the N., F. P. A. 
—In addition to the activities outlined last 
week, another one has developed which should 
be noted. The Local Chapter offered through 
the Bureau of Education to furnish speakers 
to address pupils at assembly time during Fire 
Prevention Week. The Board of Education 
has sent this notice out and thirty-two schools 
have embraced the opportunity and are to be 
addressed during the week. One or two schools 
will have two addresses because of two as- 


semblies. The first address was given on Mon- 


day, October 2, and the principal of the school 
expressed himself as so pleased with the matter 
that he asked to be supplied: with literature and 
is going himself to refer to the matter later in 
the week; 450 pupils were present. 
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REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Preside:st 





New Rating Body.—Before 12 o’clock on 
Monday, October 2, there was duly filed with 
the Insurance Department the proper document 
for the operation of the State-Wide Rating 
Organization, in which provision is made for 
the four divisions corresponding to the four 
previous rating organizations. It is intended 
that until the first of the year no change in the 
names will take place, but theoretically the first 
of October was the ending of the four old 
bodies. In connection with the Exchange, it is 
worthy of note that it was organized on the 
8th day of March, 1899, and so has been in 
existence twenty-three years, five months and 
twenty-two days. It has exceeded as an or- 
ganization not merely the time of any previous 
one, but the time of any half dozen previous 
organizations. No one is anticipating in the 
city of New York any serious change in the 
methods and manner of doing the work. 


The Conran Case—A decision of the 
Supreme Court in this case involves two points: 
First, the authority of the Superintendent to 
order the discrimination removed, which was 
upheld, though there was one dissenting opinion, 
and the decision, which was unanimous, that he 
could allow a rehearing on a case where it was 
evident that new evidence could be presented. 
This latter feature was doubted by the then 
Superintendent, but the point has now been 
made clear. The future of this problem is not, 
of course, settled by this decision, but just what 
step will be taken next cannot be told until the 
opinion has been carefully read and a confer- 
ence held. 


The Acquisition Cost—No one expects 
that the acquisition cost problem will be solved 
within the next fifteen minutes; it probably will 
take at least twenty—if not twenty-five minutes. 
It is not improbable but what the solution may 
be found along the lines of a suggestion from 
the Insurance Department that the acquisition 
cost for property insurance shall not exceed 
a certain sum and allow the companies to di- 
vide that sum as they please, but the cost must 
include all forms of acquisition expense and not 
merely what is embraced in the commission 
paid to agents and/or brokers. 


—Fire insurance rates on fireproof hotels and con- 
tents in Chicago have been reduced, reflecting a favor- 
able experience on the class, largely by eliminating the 
charge for non-hazardous store occupancies on the 
ground floor. 
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FINANCIAL STATEMENT OF 


The Northern Indemnity Corporation 


Home Office 
154 LOUIS STREET 
GRAND RAPIDS, MICHIGAN 





December 31, 1921 


ADMITTED ASSETS 


Mortgage Loans.. $110,000.00 
Government Bonds.. esis 92,900.00 
State, County and Municipal B Bonds. . ..... 119,000.00 
First Mortgage Bonds.. : eee 37,650.00 
War Savings Stamps. . 288.50 
Cash in Banks and Office.. 56,905.94 
Deposit with Texas Agency.. eon 1,000.00 
Premiums in oaeens of f Collection... 21,318.38 
Accrued Interest. . Ba gaeuciee ; 6,346.56 

$445,409.38 


LIABILITIES 

Unearned Premium Reserve. . $31,800.15 
Reserve for Claims.. 14,183.06 
Estimated Adjusting Expenses. . 756.26 

Commissions on Premiums in Course of Collec- 
tion.. PRA ow lasnct solar ERGO MRT SIONe cE is 6,833.65 
Miscellaneous. . aie aiuahe signer oekteat soe 2,995.08 
Total Liabilities socret sensei $56,568.15 
Fully Paid a 320,243.87 
Surplus.. 68,597.36 
$445,409.38 





Total Capital, Surplus, and Reserves for Protection of Policyholders, $434,824.44 
Specializing in Automobile Liability, Property Damage and Collision, and Excess Insurance. 





Agents Wanted In: 
Iowa, Kentucky, Indiana, Michigan and Illinois 

















A matter of 


Knowing how 


—Down in St. Louis, a 
big newspaper, the larg- 
est St. Louis daily, has 
shown insurance under- 
writers how to sell more 
policies. 

—If you are represented 
in St. Louis, write for 
details of this new plan. 


Globe-Democrat 


St. Louis’ Largest Daily 














J. HORACE SHALE 
Vice-Pres. & Gen. Mgr. 


C. W. FEIGENSPAN 


President 


W. VAN WINKLE 


Secretary 





Automobile Liability Industrial]Accident 
General Public Liability & Health 
Property Damage & Personal Accident 
Collision &' Health 
Workmen’s Compensa- Plate Glass 
tion Surety, Court & 
Burglary Fidelity Bonds 


(I 


Home Office: 


43 Washington St., Newark, N. J. 
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PRESIDENT’S MESSAGE 


Agents Administration Successful 
During Past Year 


PRAISES WORK OF ALL OFFICIALS 


Every Effort, Even to Reduction of Mem- 
bership, Must Be Made to Hold Up 


Standard of ‘‘Insuror” 

Following are extracts from the address of 
President James L. Case, National Association 
of Insurance Agents, before the annual meet- 
ig of his organization, being held this week 
at Hot Springs, Ark. : 

The large and rapid increase in membership dur- 
ing recent years has made necessary many changes. 
Under the provisions of our revised constitution, the 
executive committee of ten members is charged with 
the responsibility of general supervision and man- 
agement of the affairs of the association, with power 
ty act, as occasion shall require and demand. No 
committee has more faithfully fulfilled the duties re- 
quired of it than has the one now serving you. Fre- 
quent meetings have been held and correspondence has 
ten voluminous. Each member has served at no 
small sacrifice of time, strength and personal busi- 
ness, and some expression of your approval should 
be made for the services that have been rendered. 

Ten territorial vice-presidents have supervised the 
work of the State associations in their respective dis- 
tricts in a most efficient manner and, in so far as has 
been possible, they have been present at the several 
State meetings. More responsibility should be placed 
upon these officers, for they are capable of performing 
greater service and desire to do so, and I recommend 
that the incoming administration shall give this sug- 
gestion such consideration as it deserves. 

Five of the six standing committees have been com- 
posed of ten members, in addition to the chairman; one 
member being selected from each territorial district. 

The finance committee has but three members, for 
its duties are of such importance as to require quick 
action and frequent conferences. The responsibility 
of devising ways and means to meet the financial need 
of the association is a difficult one and Chairman 
Johnson and his associates have most successfully ac- 
complished the desired results. May I request a 
careful study and consideration of the reports of the 
several chairmen as they are presented? 

The work in the New York office has been con- 
ducted most efficiently by the secretary-treasurer and 
the methods and systems which are employed are mod- 
em and up-to-date. We have operated, during the past 
year, under the new financial plan and the treasurer’s 
— will indicate that all bills that are due have 
een paid and a balance is in the treasury. The plan 
has been found to be practical, and while certain 
modifications may be necessary from time to time, it 
would appear that a permanent method of securing 
suficient funds to meet the needs of the association 
has been adopted. 

The American Agency Bulletin continues to be of 
te greatest value to the association, and its regular 
weekly messages have received the endorsement and 
‘Dproval of the membership at large, in ever-increasing 
Proportions, It has been recognized by insurance ad- 
Ca as one of the best advertising mediums in 
“* country, and a further development of this im- 
Portant side of our business interests may be antic- 
‘nated during the coming year. : 
oa” and secretary have kept in close touch 
rine a - the State associations by means of 
aig ulletins and matters of interest and 
d ave been quickly communicated to those 
in charge of the work in several States. * * * * 
A gnigice: has been given by State asso- 
gee —e model Agents Qualification Law; a 
Rie “i Sonete the applicant to be qualified by 
dé a ability, and a reasonable knowledge 
the “ii - contracts he is to sell, as well as of 
oats, The aie of the State in which he is to 

. undamentals that underlie “Our Bill” 








(which was unanimously adopted by our Los Angeles 
convention), have received the endorsement of the 
Committee on laws of the National Board of Fire Un- 
derwriters; of a similar committee of the Insurance 
Commissioners’ Convention; and of a committee of 
the Casualty and Surety Company representatives. It 
now remains for the State associations to apply its 
principles to their respective needs. 

The copyrighted word “Insuror’ has been trans- 
ferred by the Birmingham, Alabama, Board, to the 
National Association and it is the privilege of every 
member to use this title in connection with his busi- 
ness. To be a real “‘Insuror,’”? however, should re- 
quire more than an affiliation with State and national 
associations, and it is to be expected that each State 
organization will demand that the local agents com- 
prising its membership shall be men of character, ability 
and knowledge. If, perchance, there are members 
who do not possess these qualifications, it should be 
the duty of the officers to request their immediate 
resignations. At all times we should endeavor to 
“practice what we preach,” and by so doing, our 
standards will be elevated and results will justify the 
means. The public to-day, in my opinion, knows more 
about insurance business than ever before, for occa- 
sionally political investigations prove a blessing rather 
thanca: curse. © > 
Company RELATIONS 

At our Chattanooga meeting Chairman Chapman 
of the executive committee delivered an address upon 





CASE 


Association of 


JAMES L. 


President, National Insurance Agents 


this subject. It was perhaps one of the most con- 
vincing papers ever presented by a local agent to a 
national meeting. The analysis of the subject which 
Mr. Chapman made was both safe and sane and defined 
most clearly the attitude which the local agents of 
the should maintain in their relations with 
their companies. This association has practiced the 
doctrine of conference and co-operation and the re- 
sults which have followed an application of this 
principle have been most gratifying. 

Our conference committee has been 
eral most courteous interviews with 
sentatives of the companies and of the national board 
and I am confident that you will endorse the sentiment 
that this policy may be continued and may be even 
more efficiently developed as time goes on. 


country 


accorded sev- 


various repre- 


RELATIONS WITH THE PuBLic 

I have already suggested that the public has a real 
responsibility and duty to perform for the betterment 
of existing conditions. In your contact with the as- 
sured you have at times found him indifferent. He 
has seemed to believe that the mere payment of a 
premium released him from further obligations, but 
that when losses occur he should be paid the full 
amount of his policies and no questions should be 
asked, even though he may have failed to perform 
certain requirements demanded under the terms of 
the contracts. 

I am in full accord with the sentiment that the local 


9 


SECRETARY=TREASURER 
REPORTS 


National Agents Association Has 
Cleared Up Deficits 


MEMBERSHIP SHOWS NOT MUCH 
CHANGE 


Organization Has Been Active in Combat- 
ing Hostile Legislation and Reciprocal 
Scheme for Automobile Clubs 


Walter H. Bennett, secretary-treasurer of the 
National Association of Insurance Agents, 
which is holding its annual meeting this week 
at Hot Springs, Ark., presented a detailed re- 
port to the convention, of which the following 
is an extract: 

We are called at 
consideration the record of another year. 
with pride to that record. 

The National Association of Insurance Agents is 
bigger, better, broader and more respected to-day than 
ever in its history. 

Last week a member of the executive committee, 
speaking before the Oklahoma State Association, 
selected for his subject this sentence: “My friend— 
the National Association of Insurance Agents.” 

Out of the fullness of his soul and the gratitude 
of his heart for the benefits he has received from your 
association, he triumphantly proclaimed: “A faithful 
friend is a good defense,” and I might add: “A very 
present help in trouble.” 

In reporting the year’s work it is impossible to give 
more than a synopsis of some of the things done, or 
to review other than in a very brief way the ob- 
jectives which you have attained. 


this time to present for your 
We point 


CoNGRESSIONAL ACTIVITY 

Early in the fiscal year we gave considerable at- 
tention to certain ‘doings’ in Congress. The Fitz- 
gerald Monopolistic Workmen’s Compensation Bill was 
there pending. The State Fund adherents were press- 
ing it from every hand and Congressman Fitzgerald of 
Ohio, with the aid of some other representatives seek- 
ing the limelight, was eagerly pushing it on. The Na- 
tional Association gave active support in opposition 
to the measure, and the session adjourned without 
the House of Representatives, in which the bill orig- 
inated, having had an opportunity of discussing it. 

Early in the session another equally vicious measure 
was thrown into the Congressional hopper and labeled 
the “Kenyon-McFadden Rural Credit and Multiple 
Insurance Bill.” It was backed and supported by the 
“Agricultural Bloc,” a powerful farm organization 
attempting to influence legislation in favor of the 








agents of to-day must be insurance counselors, as well 
as salesmen, and that they should instruct and edu- 
cate their clients to the best of their ability. But,. 
on the other hand, the public should realize that 
when changes of occupancies occur, or fire hazards in- 
crease, notice should be given immediately to the local 
agents writing their insurance, in order that the proper 
endorsements may be made and attached to the re- 
spective policies. * * * * 

CoNncLUSION 

Someone has very aptly said that ‘The highest aim 
of life is that one should ‘Do Good.’ ‘Be Good,’ and 
‘Make Good.’” If I may apply this thought to our 
national organization, I would say that the National 
Association does most earnestly desire to “Do Good” 
and one has but to review the accomplishments of a 
quarter of a century to be so impressed. The Na- 
tional Association does desire to “Be Good,” for its 
aim and object is “to support right principles and 
to oppose bad practices,” and that the National Asso- 
ciation has ‘Made Good’? is demonstrated in no 
uncertain measure by the influence it has had and 
that it now exerts upon the insurance interests of the 
world. 
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J.B.Powers, Chairman of the Board Darwin W.Jobnson,Pres. 1. Smith Homans, Sec’y & Act va 
Thos. J Johnson, Treas. Louis G. Russell, Vice-Pres. & Mgr., Industrial Dept. 
D. G. Roach,:Field Mgr., Ordinary Dept. 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bidg., 106-110 South Fifth St. 
Louisville, Ky. 
THE PARTICIPATING COUPON DIVIDEND POLICY 


is the most liberal and up-to-date contract and is the 
easiest seller on the market. 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 


WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 
FLORIDA AND GEORGIA. 








LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 


Tt 


y 





HOME LIFE INSURANCE COMPANY 
oF E New York 


WM. A. MARSHALL, President 
The 62nd Annual Report Shows: 


Premiums received during the year 1921...........cccssees $6,990,547 
Payments to Policyholders and their beneficiaries in Death 
laims, Endowments, Dividends, Etc..............0.0. 4,740,840 
Amount Added to the Insurance Reserve Funds............. 2,121,307 
Net Interest Income from Investment.............200-000% 1,964,050 
($642,638 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 53.44% of the amount expected. 
MEBUTR MCE EGE MOE so: 6100 6\0:0.6;6)0 616/010 00.010 Geeleielsieiaieeie's a ioeis $223,116,887 
PTAMICO RE ED oo: 60010 0860 0.0.06s-051s wbceeicwionealcosomaucies 43,222,328 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 


The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 

















WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. Ii 
your record is clean and you can furnish evidence of your Ability as a 
Personal Producer, your application will be considered. 


Address S. W. GOSS, Vice=President 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 





GRAND RAPIDS LABEL C9. 


GRAND RAPIDS, 


ABE 














THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 250,000 
The Reserve Fund is over $15,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 
Its Reviews are Social and Welfare Centers 
Write for information to 
Miss Bina M. West Miss Frances D. Partridge 
Supreme Record Keeper 
Port Huron, Michigan 








to push our five-point-nine policies. 
THE DES MOINES LIFE & ANNUITY CO. 


Supreme Commander 
Excellent Iowa territory and liberal 
A. L. HART, Agency Manager 


Port Huron, Michigan 
contracts for men of good reputation. 
Home Office—Register Tribune Bldg.—Des Moines, Iowa 


4 Q WE WANT AGENTS 
° “THE COMPANY OP CO-OPERATION” 





A, 














THE TEXAS LIFE INSURANCE CO. 
WACO, TEXAS 


JOHN D. MAYFIELD 
President 


I. J. MAYFIELD 
Secretary 


Oldest Legal Reserve Insurance Company 
in Texas 
Writes All Forms of Standard Policies 


r 
| 





SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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“poor downtrodden agriculturalists.”” ‘This bill at- 
tempts to put the Government definitely into the insur- 
ance business and establish a precedent which might 
ultimately lead to universal State insurance. 

AGENCY QUALIFICATION 

During the year we all have been much interested in 
an agency qualification measure. A year ago you gave 
your unanimous approval to a proposed uniform bill. 
It was the joint work of committees from your asso- 
ciation, the National Board of Fire Underwriters and 
the Insurance Commissioners’ Convention. Last month 
the cmmittee of laws and legislation of the Insur- 
ance Commissioners suggested certain minor changes in 
yerbiage, and gave it their official approbation in these 
“Your committee are of the opinion that the 
general tenets of the uniform law are in all ways com- 
mendable; that the various States now having licensure 
laws upon their statutes may find it to their advantage 
to avail themselves of a part, or parts of the pre- 
posed draft; that States having no licensure restrictions 
will find it to their advantage to adopt the entire text 
of the act.” 

Tue Auto SCHEME 

One of the disquieting developments of the year 
concerned a new plan to separate the agent from 
some of his commissions in the automobile business. 
At the Los Angeles Convention we gave some atten- 
tion to automobile clubs operating a reciprocal form 
of insurance on the side, either directly with the secre- 
tary of the club as the attorney-in-fact, or in con- 
junction with reciprocals already functioning. But 
the new scheme was somewhat different. 

The National Automobile Dealers’ Association, with 
headquarters in St. Louis, conceived the idea of 
selecting one thousand of the preferred automobile 
dealers of the country, and offering to them full cov- 
erage at a substantial reduction in the established rates. 
It afterward turned out that the general manager of 
this National Dealers’ Association was a St. Louis 
broker. The plan was to induce a reputable stock 
fire insurance company, and a like casualty company 
to furnish the indemnity at a reduced rate on the 
ground that the clientele were preferred and selected 
risks, and per se the loss ratio on these one thousand 
members would fall below the average. It was a 
specious plea and the framework for additional dis- 
cord and more lack of uniformity. 

If reputable insurance companies are to be led into 
schemes of this nature by reason of greed for premium 
income, we may reasonably expect the first-class, 
orthodox, ethical agents of the country who represent 
companies so departing from good practices, to resent 
these operations. No company can do business along 
ethical and proper lines in one part of the country 
and disregard them in another—keep the faith in 
some things and violate it in others—and expect to 
hold the high regard and opinion of those in the busi- 
ness who stand four-square. 


Dericits GoNE 
We have finished the first year’s work under the 
operation of the new financial plan. In a word, the 





WALTER H. BENNET 


Secretary, National Association of Insurance Agents 


plan contemplates the allocation of the operating ex- 
penses of the National Association to the respective 
State associations according to their membership and 
income from dues. 
committee was considerably embarrassed by our in- 
adequate financing. As we approached the close of 
each fiscal year there was usually a substantial deficit 
confronting your administrative officers, which neces- 
sitated providing relief measures in order to main- 
tain solvency, In 


In former years your executive 


an effort to obviate these extra 
plan of operation was provided. 

We began the year with the plan in full operation, 
and closed not only without a deficit, but with a con- 
siderable balance on hand. The treasurer’s report will 
show the itemized receipts and disbursements for the 
year, with all bills paid and $10,000 on hand with 
which to start the new year’s work. This balance was 
anticipated by the finance and executive committees in 
making up the budget for the new year’s work, and 
resulted in a reduction in the allocation from 25 per 
cent of the income from dues made last year, to 16 2-3 
per cent this year. 


calls, the present 


Loss AND GAIN IN MEMBERSHIP 

We have lost and gained a State association since 
our last annual meeting. The Washington State As- 
sociation with some four hundred members has ceased 
to function—temporarily at least. The Pennsylvania 
State Association has come into the union with three 
hundred enthusiastic, interested members who declare 
that before another year they will lead in numbers. 
We have gained 955 members in sixteen of the asso- 
ciations, and lost 786 in twenty associations, making 
a net gain of 169. This with the State of Washington 
in the loss column and the State of Pennsytvania in 
the gain column, makes our total membership approxi- 
mately the same as one year ago. 

The largest gain in members has been obtained by 
the Minnesota State Association, which has added 200 
members to its roster during the year, and now has 
a total of 631, the largest membership of any State 
association unit. 

The president’s cup, designed to be awarded at each 
national convention to the State adding to its member- 
ship the largest per cent of increases for the fiscal 
year, has been won by the State of Michigan. This 
because the increase there has been 56 per cent as 
against 46 per cent in Minnesota. 


FIRE PREVENTION TALK 


T. Alfred Fleming on Hand to Address 
Agents 

Agents can render an unmeasurable service 
by preaching fire prevention, and no better in- 
formed fire preventionist than T. Alfred Flem- 
ing can be found to-day. Mr. Fleming ad- 
dressed the agents at Hot Springs and keyed 
them up to a high pitch of enthusiasm. Mr. 
Fleming said during the course of his address: 


The past two years have developed a mar- 
velous era of education in fire prevention work. 
Having made a very careful study of the sub- 
ject for years, I can say without fear of con- 
tradiction that the one key to success rests in 
a concentrated campaign of education of our 
commercial interests, as well as the_systematic 
teaching of fire protection in our educational 
institutions. What business men must know is: 

1. The basis of insurance protection. 

2. The persons who, in the last analysis, 

paid the losses. 

3. The economic loss to business 

laboring classes. 
The loss in taxes from buildings burned 
and removed from the tax duplicate. 


and the 


Every community where these subjects have 
been taken up for careful study has instituted a 
civic movement which has resulted in large re- 
ductions of loss both in life and property. | 
could mention scores of cities which have been 
transformed in this respect, and the credit is 
largely due to the wonderful co-operation of 


the local board, State and national association. 


II 


We all owe a deep debt of gratitude to James 
T. Catlin, Jr., of Danville, Va., and the mem- 
bers of the National Association for their un- 
tiring and conscientious efforts to carry out an 
extensive program of conservation. The re- 
sults secured in different communities are but 
what we expect to have reported from every 
section of the country. 

This leads to PERSONAL SATISFACT‘ON. 

Fire prevention not only saves the community, 
but enlarges and develops the sphere of our 
usefulness and makes us an integral part of the 
community in which we live. When an insur- 
ance agent is looked upon as a commercial 
advisor, he has assumed his rightful place in 
the municipality in which he lives. I asked an 
agent not long ago the secret of his great suc- 
cess. He replied, “I take part in every commu- 
nity development ; I am a member of practically 
all of the commercial organizations of the city; 
I talk of my companies, their stability, their 
protection, their service in fire prevention, and 
let all other agents and companies alone; I find 
no room to criticize a competitor, for every 
ounce of energy spent in criticizing another is 
lost from the upbuilding of my own business.” 
That is the secret of the upbuilding of every 
great company or agent. The best way to ad- 
vertise a competitor or a system is to criticize 
it. Criticism always centers public interest, 
arouses attention, and inevitably results in a 
disastrous reaction. 


SIGNS OF THE TIMES 


A. G. Chapman Strikes Right Note Before 
Agents 


Co-operation was the keynote expressed in 
the address of A. G. Chapman, Louisville, Ky., 
who spoke on “Signs of the Times,” before the 
National Association of Insurance Agents’ Con- 
vention at Hot Springs: 


We cannot expect the companies, generally, to re- 
spect and to co-operate with us unless we co-operate 
with the co-operating companies. It was this thought 
that incited the executive committee, of which I have 
had the honor to be chairman during the past year, 
to bring in the classification of companies proposal six 
months ago and further to dwell upon the idea in its 
report, presented earlier in these sessions. 

Either we believe that bank representation is a 
menace to the interests of legitimate service-giving 
agencies—impressed with their duty to the public— 
or we don’t. If we do think they are wrong in prin- 
ciple why not register disapproval of those companies 
that persist in the appointment as representatives of 
financial institutions seeking to influence business by 
force rather than controlling it by service? 

If we believe, as this association so strongly has 
declared, that multiplied representation, through in- 





A. G. CHAPMAN 


Member Executive Committee of National Association 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20.; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. . 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $6 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 


(5152J-4-22) 
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they do it. Get this book of good things. 
ABSORBING AND INTERESTING 
$1.00 postpaid 
The Insurance Field Co. 
Box 617 ae Louisville, Ky. : 
Ta eeeneennnneenreeeneennennneialal 


** Life Insurance and 


—How To Sell It’ 


ERE’S A BOOK “chock full” of the: 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. A\s interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 

















AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 





THIRD EDITION JUST ISSUED 
THOROUGHLY REVISED—GREATLY EN- 
LARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 

A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition. 


PRICE, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
We have on hand a limited number of copies of the old 1920 edition of 


The Agent’s Key to Fire Insurance, for sale at $2.50. Order promptly 
that you can benefit by this Special Offer, good for a few days only. 
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different or unqualified men styled “agents,” is break- 
ing down morale, is involving a needless expense, 
from which we must ultimately suffer, and is adding 
to the loss ratio, for which the honest and the care- 
taking public must pay, then why will members who 
have a vision and know the trend, continue to favor 
companies engaged in such activities ? 
If we are against the ‘pirates’ of the business, 
those demoralizers of rates, rules and practices, who 
are steadily undermining public confidence, making 
it more and more dificult for the conscientious local 
agent to do business, why will any member of this 


association continue to feed them? 


HAS BOOTH AT CAR SHOW 
M. L. Bayern Company One of Two Ex- 
hibitors at Closed Car Show 

Visitors at the closed car show held in the 
Grand Central Palace, New York, last week 
found two automobile insurance men among 
the exhibitors. These were the M. L. Bayern 
Company, Inc. and L. T. Hollister, Inc., both 
brokerage concerns of New York city specializ- 
ing in automobile insurance. 

H. A. Bayern, president of the M. L. Bayern 
Company, personally superintended the opera- 
tion of his exhibit and as a consequence secured 
a large list of prospective customers. His 
booth was very attractively arranged and in 
a prominent position, so that he was able to at- 
tract the attention of nearly every visitor to 
the show. By offering to mail a small booklet 
on automobile insurance to every person who 
would leave an address he secured a valuable 
prospect list for future use. 


National Liberty Issues Attractive 
Literature 
The National Liberty Insurance Company of 
New York has begun the issuance of a com- 
pany paper entitled Natlib Insurance News. 
The first issue of this paper contains numer- 
ous hints and suggestions which should aid 
agents of the company in getting new business. 
It also presents portraits of several of the 
company’s new field men, a simple explanation 
of the coinsurance clause, and many commend- 
atory letters from old agents. The paper is 
issued for the purpose of instilling the Na- 
tional Liberty spirit and encouraging co-opera- 
tion between officers, field men, home office em- 
ployees and agents. The company offers to 
supply its agents with a handsome line of cir- 
culars relating to different branches of insur- 
ance written by it, and it also prepares for its 
agents’ policy labels, window signs, etc. It is 
very evident that the present management of 
the National Liberty is well equipped with good 
business-getting ideas, which are bound to pro- 
duce fine results for the company, as well as 
establishing closer and more satisfactory and 
Permanent relations with its agency force. 
Marine Law Up October 13 

A special meeting of the Insurance Commis- 
sioners will be held in New York October 13 
to discuss the proposed new uniform State ma- 
mine insurance law. 








Fred B. Luce, Western manager of the Provi- 
dence Washington and Virginia Fire and 
Marine, is being talked of as the probable likely 
candidate for the presidency of the Fire Un- 
derwriters Association of the Northwest. 


QUALIFICATIONS 


Francis R. Stoddard, Jr., Sees Future 
Requirement 


MUCH CONSTRUCTIVE WORK AHEAD 


Obstacles Confront Departments in Barring 
Undesirables 

Francis R. Stoddard, Jr., Superintendent of 
Insurance of New York, spoke on the broad 
subject of “How Agents’ Associations Can Bet- 
ter the Insurance Business.” He declared that 
never has there been a time in the history of 
insurance when more opportunity existed for 
constructive work. Superintendent Stoddard 
predicted that the time is coming when an 
agents’ qualification law will be enforced. in 
every State. Referring to agents’ qualifications, 
the Superintendent said: 

I regret to say that the department acting alone 
has frequently been unable to obtain information which 





FRANCIS R, STODDARD, JR. 


Superintendent of Insurance of New York State 


would permit it to take away the licenses of the un- 
fit agents even though they have been guilty of flagrant 
dishonesty. The cause of this is that there seems to 
be a mistaken feeling among agents that they should 
not complain about a brother agent to the department. 
I do this sentiment, nevertheless no 
one can deny that it exists. I believe that your asso- 
a position to eliminate largely the unfit 
agents for the that this work can be and 
should be done primarily by the agents themselves. 
If your business is to be kept on a high plane, you 
must co-operate to keep it there. The standard of 
ethics of insurance agents generally will be what you 
set. You individually and collectively must co-operate 
if you wish to see an end of the abuses that are get- 
ting more and more prevalent in your business, At the 
Syracuse meeting of the New York State Agents As- 
made a suggestion which I believe has 
from your New York members, 
when an agent finds that abuse 
send the facts to a committee of his 
fellow agents which will make a full investigation. 
If there is no basis for the complaint, the matter will 
If the complaint is well founded, your 
association is in a position to submit officially the 
facts to the State Department as an association com- 
plaint. The facts will have been well investigated, and 
the association, not the agent, will bring the matter 
to the attention of the department. I believe that 
your own association will be able to dispose of nearly 


not agree with 


ciation is in 
reason 


sociation, I 
with approval 
that is 
he shall 


met 
and some 


exists, 


go no further. 


every abuse, and that abuses will come very seldom 
to the department if this procedure is followed. Your 


association can accomplish even more than the depart- 
ment in certain cases. For instance, let us assume that 
the vice-president of a large corporation has been ap- 
pointed an agent, and is doing an insurance business 
only with the corporation. Under such circumstances, 
it might be difficult for the department to produce evi- 
dence which would stand in court, and which would 
prove that a rebate actually existed. Such an officer 
would probably lose his agency, if the situation came 
to the attention of his company. I am very much 
impressed by the fact that it is entirely to your inter- 
ests to make the business of insurance agent a reputable 
one and to eliminate the disreputable persons in it. 

The plan that I have set forth has been successfully 
tried by the Life Underwriters Association of New 
York city, For instance, when a life insurance agent 
loses a case, because some other agent has rebated, 
the first agent will go to the committee on ethics of 
the Life Underwriters Association, which committee 
will summon the offending agent before it. The re- 
sult has been that agents who have violated the law 
have been either warned not to repeat their offenses, 
or in other cases their licenses have been taken away 
from them by the companies at the request of the Life 
Underwriters Association, or in other cases the Life 
Underwriters Association has furnished the district 
attorney with evidence and has obtained convictions 
in court. 

There has been much talk of trying to reduce the 
premium which must be paid by the insureds. One 
of the elements of the premium is the loading, and 
one of the largest elements of the loading is the 
acquisition cost, and one of the largest elements of 
the acquisition cost is the commission paid to the 
agent or broker. Many prominent insurance men 
have publicly stated that acquisition cost must be 
lowered, and many intimate that the rates of com- 
missions paid to agents should be revised. It is 
claimed that certain agents are demanding and get- 
ting excessive commissions in addition to bonuses and 
profit-sharing agreements under threats of transferring 
their business elsewhere. I do not believe that any 
agent will maintain that the present system is perfect. 
No system is logical or right which permits the pay- 
ment of commissions to agents merely because of 
competition for premium value, and not because of 
Everyone must agree that the 
agent earns his commission for valuable 
services rendered in the ordinary case, and it is 
necessary for the welfare of the business that his in- 
terests be protected. However, you men are fair, 
and while you wish to be paid adequately for your 
services, you do not desire any commissions to which 
you are not justly entitled. From what I have seen 
of you, I know that you will be among the first to 
co-operate to eliminate excessive or unwarranted com- 
missions if you are convinced that an abuse exists. 


the services rendered. 
competent 


Loss of Profits Insurance 

Under the above title a book has been writ- 
ten by Rex Thomas, of the Alliance Assurance 
Company of London, which sets forth the ele- 
mentary principles of the class of insurance 
named, the risks it is intended to cover and 
the losses to be indemnified, together with the 
methods of computing necessary elements in 
the business. The primary purpose of the book 
is to aid those intending to take examinations 
for the Chartered Insurance Institute, and it 
presents a great amount of information con- 
cerning this relatively new type of insurance 
in the sixty-one pages which it comprises. This 
work may be secured at $1.50 per copy from 
The Spectator Company, New York. 


Regulations Issued by National Board 

The National Board of Fire Underwriters has re- 
cently issued a new List of Inspected Mechanical 
Appliances, and regulations concerning Internal Com- 
bustion Engines and Coal Gas Producers, Pyroxylin 
Plastic, Oil Burning Equipments, and Municipal Fire 
Alarm Systems. 
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To the Man Who is Willing—and Will 





SURRENDER AT SAS 5 f S 
We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 





For Contracts and Territory, address 


H. M. HARGROVE, President - - - BEAUMONT, TEXAS 














Wilmer L. Moore, President Robert F. Moore, Secretary 
IT PAYS TO INVESTIGATE 


Direct Contracts to Legitimate Part Time Men with 
renewal commissions. 


Close association between Field men and Home Office. 
GOOD TERRITORY OPEN TO PRODUCERS 


Write for information to 
WILFRED S. McLEOD, Agency Manager 


SOUTHERN STATES LIFE INSURANCE CO. 


Atlanta, Ga 














North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 














PAN-AMERICAN 


LIFE INSURANCE COMPANY 
New Orleans, U. S. A. 


CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 
er rer: $10,007,098.20 


New Insurance Paid for 1921...... 20,444,282.00 
Paid for Insurance in Force Decem= 
2 eer ee 87,648,741.00 








The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish toestablish ten new 
general agencies. If you are interested write to us, 


Address: E. G. SIMMONS, Vice-President and 
General Manager, New Orleans, U. S. A. 














Organized 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, and Industrial Policies from 
$12.50 to $1,000.00 


Condition on December 31, 1921 


EE DONE EE Pee Te $28,308,449.13 
I siistixcvk vewaearwecw uns 25,109, 146.04 
Capital and Surplus........ 00600 % 3,199,303.09 
insurance in Force.......6.6.0¢ 214,188,461 00 
Payments to Policyholders........ 1,897,435.45 


Total Payments to Policyholders since 
NN 6 Sicdssin stacy nndsaawes 


JOHN G. WALKER, President 


$27,720,705.42 








1846 1922 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


WHAT IS SERVICE? 


The progress of this Company for more than 
seventy-five years has been accomplished on the basis 
of true mutuality and the broad principle of the most 
complete and perfect life insurance protection possible. 


Through the medium of individual service of a 
high character, ‘Public Demand” has been interpreted 
as the fulfillment of individual needs. 


Connecticut Mutual life insurance protection is 
complete and satisfactory; specifically adapted to 
particular needs. 
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COMMENT ON COMMISSIONS 


George G. Bulkley Speaks to Agents 
On Subject 


GIVES HISTORY OF AMERICAN AGENCY 
SYSTEM 


Finds Just Causes for Commission 
Advances of Past Years 

George G. Bulkley, vice-president of the 
Springfield Fire and Marine Insurance Com- 
pany, Springfield, Mass., must have been a popu- 
lar speaker at the New England meeting last 
spring, for he appeared again on the program 
of the National Association of Insurance 
Agents’ meeting at Hot Springs this week. Mr. 
Bulkley had for his subject, “The American 
Agency System and Its Relation to Present- 
Day Problems.” Under such a title he dis- 
cussed acquisition costs in general and agents’ 
commissions in particular. 

In relating the history of the American 
agency system, Mr. Bulkley goes back as far as 
1794, when the Mutual Assurance Company of 
Norwich, Conn., was first organized. The be- 
ginnings of the present-day agency plant started 
soon after, although little of its history is known 
until about 1850. A handbook gotten out by 
the Springfield Fire and Marine about that time 
forms the source of several quotations by Mr. 
Bulkley. He finds that a graded commission 
plan was tried in 1822 on the basis of quantity 
rather than quality. By 1850 mutual competi- 
tion had entered into the situation and the hand- 
book mentioned instructed agents to use every 
argument to write country-dwelling houses, 
which were considered good risks and were 
largely underwritten in mutual concerns. 

A handbook written in 1877 by Mr. Moore, 
of the Continental Insurance Company, notes 
that a 15 per cent commission was allowed by 
that time and that some companies were offer- 
ing more, an unwise action in the opinion of 
Mr. Moore. 

Mr. Bulkley quotes at length from the report 
of the 1911 investigating committee of the New 
York Legislature. Continuing, Mr. Bulkley 
says of the present-day acquisition cost factors: 

The acquisition cost, which means principally com- 
pensation to agents, back in 1911, at the time the re- 
port referred to was made, was 21.82 per cent as com- 
pared with 23.03 per cent for 1921. A fair analysis 
of conditions following the termination of the war will, 
I believe, convince you that this increase of 1.21 per 
cent is easily explained and I will try to point out 
later on some of the factors which have contributed 
towards this increase. 

In considering the American Agency System and 
its relation to the acquisition cost we will have to dis- 
regard statements which have been made to the effect 
that this is a large city problem and that the agents 
outside of excepted cities have little cause for appre- 
hension. It is a subject which is occupying the atten- 
tion of all agents. In giving consideration to it, it is 
reasonable that we should know what the compensation 
to agents has heen during the past hundred years or 
so and what factors have contributed towards its in- 
crease other than higher rates paid in certain large 
cities. The first record that I have seen indicates that 
the old-time agent in 1810 was remunerated on a 
Policy fee basis, at the rate of 50 cents per policy; in 


9] ‘ ae va ‘ " 
1815 the going commission was 5 per cent; in 1821, 5 
Per cent and 10 per cent;‘in 1850, 10 per cent, and 


in 1860 the commission averaged 11 per cent; in 1899, 


17.5 per cent; in 1900, 20 per cent; in 1910, 21.3 per 
cent; in 1912, 21.9 per cent; in 1913, 22.3 per cent; 
in 1921, 23.3 per cent. I have quoted the rates at 
irregular intervals because there is a relation, in cer- 
tain increases noted, to changes in commission rules. 
The increase of 2'% points country wide between 1899 
and 1990) in my mind, is accounted for by the adop- 
tion of graded commission rules in 1899 in Western 
territory. The East adopted the graded commission 
plan in 1911 and you will notice between 1910 and 
1912 there was an increase in commission cost of .6 
of 1 per cent country wide. The coast went on the 
graded plan in 1912, and there was an increase of .5 
of 1 per cent between 1911 and 1913, country wide. 

In commenting on the problem presented by the com- 
mission cost in 1921 of 23.03 per cent, I do not think 
it strange that there has been such a marked increase 
when vou consider the extraordinary runoff of low 
commission business during the last year through can- 
cellations and otherwise. 

Another factor which possibly has not had proper 
consideration is the effect upon our commission ac- 
count during the past few years of automobile busi- 
ness. The minimum commission for this class is 20 
per cent and much of it goes on the companies’ books 
at 25 per cent. In 1921 the premiums on automobiles 
alone, as reported to the New York State Department, 
were close to $100,000,000, an increase of 40 per 
cent in four years. The influence of this very large 
increase in business, which is bought by the companies 
at a figure higher than the average paid for general 
business, is reflected in the acquisition cost to the ex- 
tent, as I compute it, of something like one point. 

As to the general expense of the companies other 
than commission, I can assure you every head office 
executive and company manager is studying this prob- 
lem and one prominent underwriter, who has gone into 
this subject most exhaustively, has compiled data which 
clearly indicate that the increase in the expense ratio 
of fire insurance companies as a whole has been no 
greater than the increase shown by dealers in many 
lines of merchandise. This fact, however, should not 
excuse us from taking reasonable action in connection 
with our expense accounts. 

There is a relation between the agency portion of 
the expense ratio—which constituted 50 per cent of 
the companies’ expense in 1921—and so-called head 
office portion—which constituted the other 50 per cent, 
and sooner or later your efforts will be directed 
towards such items as unfair taxation, duplication of 
work by local boards and underwriting organizations, 
unnecessary agency supplies, carelessness in writing 
policies which cannot be delivered, thoughtlessness in 
not promptly answering correspondence and _ other 
activities of the business which you have felt were be- 
yond your jurisdiction. 


Fire Prevention Proclamation Issued by 
President Harding 

The Proclamation recently issued by 
President Harding follows: 


It has become a nation-wide custom to ob- 
serve October 9, anniversary of the great Chi- 
cago fire in 1871, as National Fire Prevention 
Day; and in recognition of this excellent 
precedent I am herewith directing the attention 
of all citizens, especially those in authority in 
the States and cities, to the desirability of con- 
tinuine the observance this year and making it 
as impressive as possible. 

It has long been a reproach to our country 
that by reason of poor construction, inadequate 
facilities for fire prevention, and an all too 
general carelessness about possible ‘causes of 
conflagration, our fire waste reaches figures 
year after year which are not approached in 
any other country in the world. Mindful of 
the fire waste which is expressed in figures so 
huge as to be appalling, it may be emphasized 
that in a time when all communities need to 
conserve resources in hand and to promote pro- 
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duction in every possible way, there ought to be 
especial effort to minimize such losses. To this 
end, 

Therefore, I, Warren G. Harding, President 
of the United States, appeal to the public 
authorities of the country, by such measures 
as to them may seem most effective, and to 
citizens generally, to take steps for the observ- 
ance of Monday, October 9, as Fire Prevention 
Day. I suggest the special desirability of im- 
pressing upon the teachers and pupils in the 
schools, and all workers in industrial establish- 
ments, the importance of precautionary meas- 
ures for avoidance of fires. By such measures, 
earnestly undertaken and vigorously enforced, 
we shall contribute to a vast economy of the 
national resources and of the product of human 
effort, as well as to a saving of many hundreds 
of human lives now needlessly sacrificed. 

In witness whereof I have hereunto set my 
hand and caused the seal of the United States to 
be affixed. 

Done in the City of Washington this sixteenth 
day of September in the year of our Lord One 
Thousand Nine Hundred and Twenty-two, and 
of the Independence of the United States the 
One Hundred and Forty-seventh. 


Would Qualify Life Agents 


Satt Lake City, UTAn, Sept. 30.—State In- 
surance Commissioner J. W. Walker has called 
a meeting of representative fire and life men 
to ascertain their views regarding the enact- 
ment of a law that would require every appli- 
cant for an agent’s license to prove that he is 
qualified to write insurance. 

Mr. Walker thinks such a law would be of 
much assistance in putting an end to many of 
the abuses in the insurance business of to-day. 
It is contended that not only is technical knowl- 
edge needed by the person setting out as an 
insurance agent, but that he should have some 
schooling in the ethics of the business, as is 
required of a lawyer, doctor, public accountant 
and other professional men. | Commissioner 
Walker is a life man and has been in office for 
about eighteen months. Talking to a repre- 
sentative of Tue Spectator, he said there is 
one way in which the necessity for the “Quali- 
fication” law could be avoided, and that would 
be for every general agent to require its new 
agents to take a few weeks’ course and pass 
an examination before being licensed. The 
measure is likely to be contested when it 
reaches the Legislature. 


Alabama Field Men Elect W. W. Graves 


BirMINGHAM, ALaA., September 28.—At the 
concluding session of the meeting of the Ala- 
bama Field Men’s Association, composed of 
representatives of insurance companies doing 
business in the State, held in Chattanooga, 
Tenn., the following officers were elected: 
W. W. Graves, Montgomery, president; W. G. 
Overton, Mobile, vice-president, and W. G. 
Eifler, Montgomery, secretary. The conven- 
tion was attended by insurance men from sev- 
eral Southern States. Chattanooga was se- 
lected as the meeting place next year. 
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THE PROSPEROUS 
AGENT 


A New Book by 
WILLIAM ALEXANDER 


Presents Characteristics of the 
Successful Life Insurance 
Solicitor 


Beneficial to Those Contem- 
plating Entering the Life In- 
surance Business, as well as for 
Those Already In It. 


PRICES: 

Red Cloth Cardboard 
Single copy..... soe ASOD $1.00 
BAD CODICES... 0010000 OasdD 22.50 
EE 42.50 
a ” « kaenecmenkic, a 80.00 
a swe wesswi ae 150.00 
a ceawesienne Ae 350.00 





THE ART OF SELLING 


A Practical Handbook by 
JOHN S. TUNMORE 


For the Use of Insurance and 
Other Salesmen 


Warns of Pitfalls; Stimulates; 
Inspires. 


PRICES, SILK CLOTH BINDING 


BINGIO CODY... 6.6060 nics sc ee .-. $1.50 
25 COPIES... .... 2... eee ee eee 33.75 
Sel 
i aaa cin ac ei 
Se a ER 
Pes eiuede ik phtaie 525.00 


It is seldom that life insurance 
men are privileged to secure new, 
helpful books from two such well- 
qualified authors. One of them, 
Mr. Alexander, is a company exec- 
utive in charge of the education 
and instruction of agents, and in 
close daily touch with agents; he 
knows their needs and their ex- 
periences. The other, Mr. Tun- 
more, is a great personal producer, 
as well as a successful director of 
agents—one who can not only sell 
insurance himself, but tell others 
how to do it. 


Both of these books are pub- 
lished by 


THE SPECTATOR COMPANY 


Cuicaco OFFIcE: 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 








PROMINENT PATRONS OF LIFE 
INSURANCE 


A New Edition of This Valuable Canvassing 


Document Is Now Preparing 

A book in great demand, entitled Prominent Patrons 
of Life Insurance, published by The Spectator Com- 
pany, and which has been serving the insurance com- 
panies and agents through fourteen editions during the 
past third of a century, has proved itself time and 
time again to be one of the best and most convincing 
canvassing documents for life insurance ever issued. 

A New Epition of this valuable work is now in 
preparation and the publishers will appreciate having 
those numerous insurance men interested in the book 
supply them with additional names of policyholders who 
are known to carry $50,000 or more of life insurance, 
and correct lists in their respective localities, for in- 
clusion in the book. 

The force of a good example is so strong that the 
name of any policyholder listed in this work may 
be in itself an important factor in the writing of new 
insurance with those who know of such policyholder. 
Indeed, a man who is listed in the book may be readily 
influenced to increase his line of insurance by seeing 
how many other level-headed business men _ carry 
larger sums of insurance than he does himself. 

Many hundreds of endorsements have been received 
from companies and agents throughout the country 
testifying to the efficacy of Prominent Patrons of Life 
Insurance in creating a demand for life insurance pro- 
tection. One of such letters celling of the usefulness 
of this book is reproduced below: 


She Spells Sparen iopany 
LF Hiller: Prssdent 
Helbrd Comedtaut 

ad 


5B JOHN STREET, NEW YORK CITY 


wwe COM, Oe ND 
Deeember 19, 1922 


fo the Editor of THE SPECTATOR: 


Please pardon my delay in 
recommending your valuable book, "Prominent 
Patrons of Life Insurance", which I purchased 
from your company recently. I consider it one 
of the most profitable books a Life salesman 
could have and would not part with mine at any 
price if. I could not get another. 


Te day after my receiving the 
copy I have, it was the means of my closing & 
Wall Street banker for 8 $200,000 Life Policy 
and @ 3150,000 Accident and Health Policy. 


I can do my fellow insurance 
salesmen no greater favor than to advise them 
to purchase and use this book in soliciting for 
future business. 


Yours sincerely, 


BSH-BR Fé | t 
Vv. od ; 
. \ 


From numerous other testimonials as to the value 
of this book are selected the following: 

I am thirty-two years with the New York Life and 
have had one copy of each of your ‘Prominent Pa- 
trons of Life Insurance” which you have issued, in- 
cluding the first edition. I prize the book very highly 
and am anxious to get the new edition.—S. J. Evans, 
Los Angeles. 

I received the two copies of ‘‘Prominent Patrons of 
Life Insurance’ ordered by me a week ago, and in 
looking over the letters from large policyholders I 
saw the name of a man from Oklahoma City on page 
125, and looking him up in the Oklahoma City column 
I saw his listing was $128,000. This man has a 
brother in business in Coleman who carried $11,000 
and thought he was well insured. I showed him the 
letter from his brother and then showed him how 
much insurance his brother in Oklahoma City carried, 
and closed him for $5000 in twenty minutes—premium 
$218.80. The book “Prominent Patrons’ has paid for 
itself already many times, and I am going to make it 
pay some more extra large dividends.—W. N. Hawkins, 
special agent, Coleman, Tex. 

We have been looking over the new book by The 
Spectator Company, ‘Prominent Patrons of Life In- 
surance,” and have been impressed by one or two 
features of the publication to which we should like 
to direct attention. In the first place, so many of 


the successful business men of the country appear in 
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the list. In the second place, the list in 

, clud very 
large number of Hebrew names. We pe inca bn 
the race credit. for astuteness in financial affairs — 
they show it in this direction as they do in Be. 
other ways. Many of the expressions used by rr 
men who carry large volumes of life insurance forcible 
emphasize the reasons which appeal to business 4 
for their action.—The Home. ™ 

Allow me to inform you that throu 

r ¢ gh your yaly. 
able book, ‘Prominent Patrons of Life Insuranee’"; 
have sold $10,000 of insurance.—S. J, Rosenberg F 

“Prominent Patrons of Life Insurance” is a ver 
valuable hook.—S. R. Bently, Clarksburg, W. Va 7 

Our agents find your book a very good ca 

3 Nva: 
document.—C. H. Rosenbaum, Bankers Life. 

I am delighted with the book. Using the list of 
large policyholders in a rush, I secured one risk from 
a farmer. The fact of strong-headed men carrying 
large insurance inspired him with confidence and he 
signed up.—D. Honeywell, Suseland, Can. 


ssing 


A general agent of a prominent company writes 
that he will take pleasute in bringing the list of 
policyholders in his city up to date, “for the value 
a revised list will have for the agents of our city 
and vicinity.” 

Another states that he will shortly send us a cop 
siderably enlarged list of prominent policyholders, 

Still another general agent states that “my men 
value your edition of ‘Prominent Patrons of Life In. 
surance’ very much.” 

One fieldman, in forwarding a number of new 
names, says: “I am anxious for these gentlemen tp 
have a showing in the new book.” 

A branch manager in Texas writes: ‘Last week 
I was in Laredo, and I suggested to a couple of agents 
to buy your book ‘Prominent Patrons of Life Insyr. 
ance.’ I also told three men that I would send their 
names to your publication to be inserted next year in 
the book, because they would have over $50,000 life 
protection. I would appreciate your writing them that 
I gave you their names.” 

A recent issue of a financial paper contained an 
article by B. C. Forbes in relation to life insurance, 
in the course of which occurred the following inter. 
esting paragraph: 

The Morgan partners, shrewd financial and _ business 
men, gave this problem serious thought, and it was 
later reported that the present J. P. Morgan, as wel 
as H. P. Davison and one or two other partners, had 
taken out millions in life insurance. Therefore, should 
Mr. Morgan or any of his principal partners die, « 
large amount of ready cash would be immediately 
available for the use either of the firm or the family. 
Insurance carried for the benefit of the firm would 
enable Morgan & Co. to pay off at least part of the 
deceased partner’s interest in the business. Personal 
insurance money would meet inheritance taxes, be 
quests, etc. 

The foregoing indicates the importance with which 
life insurance has come to be regarded by men in the 
first rank in the business world. 

Men of this type, when their attention is brought 
to the desirability of carrying life insurance and the 
names of other prominent men are shown to them in 
“Prominent Patrons of Life Insurance,” are very apt 
to give favorable consideration to insurance protection 
for their families and estates. One agent has stated 
that he closed a $50,000 risk by the use of the book 
named, and was negotiating with other prominent 
business men with whom he had left copies of the 
book for their inspection and information. 

In order that the forthcoming new edition of 
“Prominent Patrons of Life Insurance” may be the 
most complete and accurate one ever issued, and there 
fore of the utmost value to the life insurance frater 
nity. the publishers earnestly request that the insurance 
fraternity will co-operate as in the past by advising 
The Spectator Company of corrections in and addi 
tions to the lists of large policyholders in their lo 
calities. Send us the names and addresses of al 
persons insured for $50,000 or more. 


Mississippi Cotton Burns 

Drew, Miss., October 2—More than 100 
bales of cotton were burned in a fire of undetet- 
mined origin which destroyed a freight house 
and loading platform of the Illinois Central 
Railroad here yesterday, causing an estimated 
loss of $250,000. A cotton gin adjoining the 
freight house was also burned. 
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Fire Insurance 








THE AGENTS’ KEY TO 
FIRE INSURANCE 


Third Edition of Robert P. Barbour’s 
Valuable Work is Issued 








IT IS INDISPENSABLE TO AGENTS 





Tells Them All They Need to Know About 
Conducting an Agency 
The third edition of the Agents’ Key to Fire 
Insurance, by Robert P. Barbour, has just been 
issued by The Spectator Company. In this 
edition subjects are introduced which were not 
dealt with in previous editions. Many chapters 
have been rewritten and new information added, 
and the latest and most modern forms have 
been included, in order that the book may be as 
complete, up-to-date and helpful as possible 
within the limits of its scope. This valuable 
work is divided into two parts, the contents of 
the first part being indicated by the following 
chapter titles: 
I. Fire Insurance. 
II. The Agent. 
III. The Broker. 
IV. Insurance Organizations. 
V. General Office Work. 
VI. Writing Policies and Endorsements. 
VII. Losses. 
VIII. The Policy Contract. 
IX. Waiver and Estoppel by Agent. 
X. Selection and Inspection. 
XI. Rates and Rating Methods. 
XII. Cancellation and Substitution. 


XIII. Mortgagee and Payee Interests. 

XIV. Important Clauses (Coinsurance and 
Others). 

XV. Special Kinds of Insurance (Side 


Lines). 

Part two is devoted to forms, privileges and 
clauses, and is separated into sixteen divisions, 
as follows: 

I. Writing Forms. 

II. Special Agreements. 

III. Residence Property. 

IV. Churches, Schools, Colleges and Pub- 
lic Buildings and Contents. 

V. Mercantile and Office Buildings and 
Their Contents. 

VI. Hotels, Saloons, Clubs and Business 
Stables and Their Contents. 

VII. Elevators, Warehouses and Cold Stor- 
age Houses and Their Contents. 
Manufacturing Buildings and Con- 

tents. 

IX. Miscellaneous Non-Manufacturing. 

X. Vessel Property. 

XI. Marine Insurance. 


XII. Cotton and Cotton Seed. 


VIII. 


XIII. Rent and Leasehold. 

XIV. Use and Occupancy, Profits and 
Commissions. 

XV. Excess, Floating and General Cover 
Contracts. 

XVI. Miscellaneous. 


A copious index occupies twenty pages and 
greatly facilitates the use of this serviceable 
work for agents. Mr. Barbour, the author, is 
an assistant manager of the United States 








HEARD ALONG WILLIAM STREET 








XCESSIVE commissions continue to 

be the topic of discussion among un- 
derwriters on the street. The present 
situation is intolerable, it is admitted. 
Few offices can afford to pay the extra 
commissions which the broker claims he 
can get elsewhere, and consequently lose 
a considerable amount of desirable busi- 
ness. One office last week had several 
proffers of preferred business but the 
brokers said that by going down the 
street they could get so much more com- 
mission. It was a distasteful duty, but 
the manager shrugged his shoulders and 
told the broker to go ahead. How to 
eliminate this abuse is the predominant 
question that few can satisfactorily an- 
swer. Possibly, the only way is by the 
strenuous pursuit of violators by the 
Insurance Department. 





Central Fire Gets Farmers 

The Farmers Insurance Company of Cedar 
Rapids, Iowa, one of the “America Fore” 
group of companies, has appointed the Central 
Fire Office, Inc., of 92 William street, New 
York city agents. The Central Fire Office will 
commence writing for the Farmers at once and 
it will be a valuable addition to the facilities 
of the popular local office, as it is financially as- 
sociated with such a strong and forceful group 
as the Continental, Fidelity-Phenix and Ameri- 
can Eagle, which with the Farmers constitute 
the “America Fore” organization. 


Conran Sprinkler Ruling 

A decision in the Conran sprinkler cases was 
handed down last week in the Appellate Divi- 
sion of the Supreme Court which held that the 
New York Superintendent of Insurance had 
the authority under the law to require the New 
York Fire Insurance Exchange to remove un- 
fair discrimination in rates which he held 
existed because the exchange had refused credit 
for equipment of a risk with Conran sprinklers. 

Appointed Western District Agents 

Malby & Short, Inc., of Brooklyn, have been 
appointed Western district agents for the 
County Fire Insurance Company of Phila- 


delphia. 








branch of the North British and Mercantile In- 
surance Company, and a vice-president of the 
Commonwealth and the Mercantile of New 
York, and of the Pennsylvania Fire of Phil- 
adelphia. He has had much experience both in 
office and field, and his book has proved a most 
useful assistant to many an agent. It contains 
456 pages, is handsomely bound and sells at 
$3.50 per copy. 
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Mutual Competition 

A report that a new underwriters’ organiza- 
tion had been started for writing unsprinklered 
properties is an indication that there is a cer- 
tain trend in property insurance. The parties 
who are to manage it have had large experi- 
ence with sprinklered properties and naturally 
can bring to the unsprinklered property that 
same good management and carefulness of se- 
lection which can make an organization suc- 
cessful even though the property be unsprin- 
klered. For instance, such an organization starts 
with the advantage of the total elimination of 
moral hazard and the further advantage that 
it is not obliged to take any risk that is offered 
for insurance because it is not doing a general 
insurance business. These two factors alone 
are with any skill and management quite suffi- 
cient to spell some measure of success. In the 
discussion of mutual and this form of insur- 
ance it must be borne in mind that the increased 
wealth of the country makes possible a mutual 
form of insurance that was not possible per- 
haps ten years ago. Whether in the final analy- 
sis these concerns all told will do any larger 
proportion of the whole business than the nor- 
mal 10 per cent which they have done for some 
time is a question that remains to be solved. 
After all, an enormously high percentage of 
the business must have back of its fire insur- 
ance policies a stock insurance guaranty and 
this limits mutual or reciprocal activities. 


New Brokerage Firms 

Brokerage concerns granted certificates by 
the New York Fire Insurance Exchange dur- 
ing the past week include the following: Essel- 
born, Bennick & Co., 52 Wall street; Hoffman 
& Scharchter, 366 Fifth avenue; Florea & 
Hirst, Inc., 149 East, t2tst street; Clark, Mays 
& Davidge, Inc., 347 Madison avenue, and 
Mordecai & Son, 30 East 42nd street. 


Anchor Reduces Capital 
The Anchor Insurance Company of New 
York has reduced its capital from $1,000,000 
to $750,000. 


New Company Representatives 

C. R. Rickel Co. has announced its appointment as 
Brooklyn agents for the Etna Automobile Insurance 
Company of Hartford. 

The Ridgewood Agency, Inc., has been appointed 
agent for the Home Fire and Marine for Jersey, busi- 
ness. 

F. H. Ross secured last week the New York city 
representation for the Liberty Fire Insurance Com- 
pany of St. Louis. 


Visiting New York 
Charles Petrie, vice-president of the Charles L. 
Crone Agency, St. Louis, Mo., is in town and is mak- 
ing his headquarters at the offices of the Pennsylvania 
Fire. 


—-W. F. Smith & Co., 344 East 149th street, have 
branch managers for R. B. 


been discontinued as 
McFalls & Co. 
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N the Olympian days the news 

of the world was difficult to get. 
Newspapers were not in vogue and 
gossipers had a hard time of it. 
Although they had a fine site for a 
broad-casting station on top of 
Mount Olympus and satisfactorily 
controlled the lightning so that 
arrestors were not necessary, they 
hadn’t figured out the value of the 
radio. What they did do, how- 
ever, was to make a crack in 
Olympus so that Vulcan could shoot 
his vapor forth. Then they got 
their hands on an old hag, glossed 
her over, called her a prophetess 
and sat her near this fissure. Her 
job was to look into the deep hole 
and get the answer to all questions 
put to her. She guessed right so 
often they believed she was in- 
spired. Many times they bribed 
her to find out what the future held 
in store. All this has been done 
away with. Modern people think- 
ing of the future think, also, of 
life insurance. It is the one, bright 
reassuring comfort. 


The Prudential 


A CARDINAL 
QUESTION 


‘**Has The Lincoln National Life Insurance Company 
the facilities to turn out first-class goods promptly?” 


Lincoln Life policies are issued to women on the same 
basis as men and to persons having slight physical ims 
pairments or engaged in hazardous occupations. 


The Lincoln Life issues business with telling dispatch, | 
It gets the policies back to you ready for delivery in record 
breaking time. 


You are sure that your company will issue high class 
goods promptly when you 


(Cink up (wr Tue (LINCOLN) 


The Lincoln National Life Insurance Co. } 


“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $220,000,000 in Force 























WANTED 


High grade men can secure profitable contracts as 
district agents in the following important business 
centers: 


Chicago Grand Rapids Indianapolis Ft. Wayne 
St. Louis Kansas City Springfield, Mo. Louisville 
Topeka Salina Leavenworth Lincoln, Nebr. | 


We want men who can meet the following require- 7 
ments: 


A.—Men of good reputation, honest, and willing ~ 
to WORK. 
B.—Men of SUCCESSFUL life insurance experi- 
ence. 
C.—Men who are good PERSONAL producers. 
D.—Men who know how to ORGANIZE and | 
MANAGE an agency. { 


To men who can meet these requirements, an unusual- | 
ly attractive contract will be given and backed up by | 
prompt and efficient home office service. 


Our policies have a ‘‘Selling Propeller’? which fixes : 
the applicant’s eye on the dotted line. | 





Insurance Company of America 
Incorporated under the laws of the Stateof NewJersey 
Edward D. Duffield, President 
Home Office, Newark, New Jersey 











Write us for further information. 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 
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Christmas and Life Insurance 


By G. L. PLuMLeEy 


ECENTLY the Agency Items, published 
by the Equitable Life Assurance So- 
what that 
and 


ciety, called attention to 
company 
which has met and is meeting with large sales. 
The idea is a fine one and has brought ex- 


pressions of approval from the policyholders 


oe 


names a “Christmas Policy,” 


F who in the past have taken these policies. 
Norman S. Woolridge, the Equitable agent 
> at Pittsburgh, tells how he fell in love with 
this policy that he himself bought one, and 
he says, “It simply struck me as a beautiful 
© idea and one that appealed to me.” And he 
4 goes on to say how he was “so well pleased 
q with the transaction” that he had no difficulty 
others. 
of them 


in selling this form of insurance to 
He says, “I was surprised how many 
© became interested.” 
But there was really no reason for surprise. 
When anybody anywhere with great 
© satisfaction and for his own personal use the 
commodity he has for sale, success in selling 
that commodity is absolutely assured. The 
| physician who cures himself with his own reme- 
© dies will have no trouble in selling his cure to 
others who suffer with the same complaint. 


takes 


Cnuristuas AND Lire INSURANCE 
Of course a “Christmas Life Insurance Pol- 
ity’ is so in accordance with the spirit of 
F that beautiful day that it has its appeal for 
“hearly everybody, but in a way all policies of 
» life insurance are Christmas policies. For life 
‘insurance is, and fundamentally, denying your- 
self for those whom you love, and giving with 
F 20 thought of any possible advantage for your- 
P self. And that is what makes the red and 
F green decorated day the best day of all the 
F year. Red—the hue of the blood of the sacri- 
© fice for others, and green—the color of hope 
> for the future. For thus some have explained 
Why these colors are so appropriate as the 
Christmas colors. 

Sacrifice for others and hope for their future. 
That is surely a proper entitlement for life in- 
| Strance, and that is the Christmas spirit. The 
"Sacrifice for life insurance premiums may not 
3 be anything considerable, but wherever you find 
)@ policyholder for a decent amount of protec- 
- tion for his home folks, there you will find a 
man who is sacrificing himself to some extent, 
| at least, for these home folks. And wherever 
p You find a man who scoffs at life insurance, 
“there you have one who fails to live up to his 
home responsibilities, and there you find one 

who will not, even in the slightest matter, 


folks. And 
a life insurance policy, there 


sacrifice himself for those home 


where find 
is hope for the future, even if the worst be- 


you 


falls. 

Yes, the Christmas spirit and life insurance 
are so mingled together that we can say life 
insurance is the embodiment in the material 
form of a sheet of paper of much of what the 
day itself should mean to all of us. 

Nearly great evil, including 
diseases and countless deaths, have been and 
are the result of selfishness. Nations are but 
aggregations of men and women, and when na- 


5D 


every many 


tions become steeped in selfishness wars always 
result. “Thy brother as thyself,’ the chiefest 
of the laws for human action, as pronounced 
by the Greatest Lawmaker, is only a command 
against selfishness. And failing utterly to keep 
this law, the world would be a veritable hell, 
where all took for themselves, regardless of 
the rights of others. Such a place as only a 
Dante could picture in visible form. 

Anp Goon FOR THE AGENT 

It is well for the agent occasionally to con- 
sider the nature of the commodity he offers for 
sale. A Christmas commodity, but equally 
good at all times of the year, and good for 
others as it is for the seller himself, even if 
some self-denial must be endured. 

And like Mr. Woolridge with the Christmas 
policy, every agent should so desire what he 
has for sale that he fairly loads himself up 
with that commodity. And if every life agent 
in the United States should suddenly take full 
and for his home 
folks, it is dollars to dead flies that the issue 
of policies in the companies would jump up 


adequate protection own 


suddenly to startling figures. 

When you find an agent complaining of lack 
of success, nine times out of ten you have run 
into a chap who has so little interest in the 
stuff he is selling that he has never for him- 
self denied little Willie boy of even one box 
of cigars in order to pay premiums for the 
commodity which he complains he cannot sell. 

The wise-old colored dominie glared at the 
stolid faces in the front pew. “Der trubble 
with der sitters in dis house 0’ worship am dat 
if der gate of hell were open right afore ’em, 
day would walk right in, dey wouldn't have ter 
be droven. Der debble’s a smart ol’ boy, an’ 
der gate o’ hell’s fixed up mighty fine. But 
inside! Turrible, turrible! No words kin tell! 
An’ dat gate opens jes’ ter one pass-word— 
same as afore ye all gits inter th’ ‘Sons and 
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Daughters of Solomon’ we says der pass-word. 
And der pass-word fer der gate ob hell am, 
‘A nickel fer der plate an’ five bucks for 
movies and white Brother Johnston 
will done pass der plate. I has such 
a fear ob dat gate, I pulls dis outen! A two- 
buck bill! An I myself puts her in der plate. 
Dis ain't no_ nickel 3rother 
Johnston!” 

3esides the example to customers which the 
taker in quantity of the commodity that he sells 
gives, there is a psychological effect upon him- 
self which will vastly increase his sales. Take 
the extreme case, for example, of an agent 
who has wife and kids and carries no life insur- 
ance whatever. What kind of chances has such 
an agent for success? And take the other 
Suppose an agent is so saturated with 


licker.’ 
An’ see! 


day. Go to it, 


extreme. 
the spirit of life insurance that he denies him- 
self every luxury, so as to carry full and ade- 
quate protection for others. Can you believe 
that such an enthusiast of life insurance could 
not sell the commodity, and to any one who 
had money for premiums? It isn’t supposable. 
Such a chap would have to be palsied in legs 
and in tongue, and even then filled with that 
love of his commodity, he would somehow man- 
age to make big sales. The most prominent 
earmark of a successful life money 
recklessly slung into life insurance premiums. 
It’s a case of the more you sling out the more 


man is 


that is slung in. 

The writer once knew a very successful life 
insurance agent, who late in his agency career 
became imbued with vast enthusiasm in adver- 
tising and selling annuities. Later, he sold out 
his agency and his renewal interest to his com- 
pany. And he plunked the entire amount he 
received, many thousands of dollars, into the 
purchase of an annuity on his own life. And, 
mind you, he didn’t get left on that deal. He 
went on drawing his annuity receipts, and in- 
cidentally went on living, until it was the com- 
pany that got very badly stung. 

Agents, like Mr. Woolridge with the Christ- 
mas policy, fall in love with the stuff you're 
selling. Load yourself up on it. And you'll 
have less difficulty to get others to load them- 
selves up. — 
Michigan Life Men Meet 

Detroit, Micu., Sept. 26.—Approximately 
thirty members of the Western Michigan Life 
Underwriters Association were present at the 
first meeting of the season, held Monday at the 
Hotel Browning. 

At this time W. Merrill Eastcott and Harry 
M. Truesdell took up their new offices as presi- 
dent and secretary-treasurer respectively. 
Frank L. Brooks and William Strahan retired 
as president and secretary-treasurer, 





Shooting Around Curves 


In the insurance business, more so than in 
any other line, the most valuable asset is time. 
This applies to practically every individual in 
it—agent, employee and official. And yet, so 
many of us waste that time! We do so un- 
thinkingly, perhaps, but it is wasted just the 
same. 

Be direct. Don’t beat around the bush or 
attempt to shoot around curves. It can’t be 
done. If you want to walk next door, will you 
walk all around the block to get there? If 
there is a fly on your right ear, will you use 
your left hand to chase it off? No, you would 
Why not apply the same 
methods to business? If you have a sugges- 
tion to offer, don’t tell it to the porter. Go 
If you have a com- 


use direct methods. 


where there is authority. 
plaint, fancied or just, don’t go to the office 
boy, when the only one to give you relief is the 
proper executive. Even among executives, each 
has his own particular work to take care of. 
An underwriter is not a cashier, nor is a cashier 
an underwriter. Go to the actual source. A 
clerk as a rule, knows his own value, authority 
and responsibilities. Aggrandizing his value 
only serves to lower you in his estimation. 
Telling the same story to half a dozen differ- 
ent individuals ties up their time and your own 
time as well. What is more, you may present 
your problem to a person inexperienced in that 
particular branch of the work and he, with 
good intentions, may misinform you. In our 
office, the best advice costs you no more than 
the worst. So be direct and go to the source. 
Your problems will resolve 
simplicities—The Club Record. 


themselves into 


Cincinnati Life Underwriters Meet 

The most largely attended meeting in the 
history of the Cincinnati Life Underwriters 
Association was the first autumn get-together 
under the new administration, recently held 
under the direction of Emmet C. Peebles, the 
new president. 

Darby A. Day, Chicago manager of the 
Mutual Life Insurance Company, was the prin- 
cipal speaker. Others included John L. Shuff, 
past president of the National Association, and 
H. D. Wright, New York, superintendent of 
agents of the Metropolitan Life Insurance 
Company. 

Committee chairmen for the year appointed 
by Mr. Peebles include E. R. Ferguson, civics: 
J. M. Lewis, auditing: Walker 
Hutchins, education; A. F. health 
conservation; S. Howard Swope, membership; 
Charles A. Stern, law and legislation; Harry 
N. Wolf, finance; Robert W. Copelan, pub- 
licity; John L. Shuff, taxation; Laurence C. 
Witten, taxation, and C. Vivian Anderson, wel- 
fare and entertainment. 


Harry 
Sommer, 


Virginia Department Moves 
RicuMonp, Va., Sept. 26.—The Virginia In- 
surance Department will soon be removed 
from its present quarters on the second floor 
of the Murphy’s Hotel Annex to the new State 
office building. 
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TALK BY DARBY A. DAY 


Address Before St. Louis Life 
Underwriters 








ADVOCATES ADVERTISING BY AGENTS 





Says Salesmanship Must Weed Out His 
Negative Qualities to Become Successful 
St. Louts, Mo., October 4—Darby A. Day, 

general agent in Chicago for the Mutual Life 

Insurance Company, of New York, in an ad- 

dress at the City Club recently before nearly 

100 members of the Life Underwriters Associa- 

tion of St. Louis, representing practically all 

of the agencies with offices in St. Louis, said 
that “institutional advertising of life insurance 
is the yet untried but sure-fire means of sell- 
ing the public and making people see the ad- 
vantages of policy holding.” 

James M. Bloodworth, president of the as- 


sociation presided. In his introduction of the 





DARBY A, 
General Agent, Mutual Life 


DAY 


Insurance Company 


speaker, he stated that the principal purpose of 
the meeting was to bring the members to a 
realization of the benefits to be derived from 
“advertising the commodity and not the 
He announced the detail of a plan 
for institutional 
would be placed before the insurance com- 
panies of this territory. If adopted, thousands 
of dollars could be raised to “put insurance 


agency.” 


advertising which he stated 


ever” by assessing salesmen To cents on each 
$1000 policy sold. 

Mr. Day, who is recognized as one of the 
foremost insurance men of the country, made 
a special trip to St. Louis on the invitation of 
the local underwriters’ association. He is the 
general agent of an office which employs more 
than 300 workers. His position, he stated, is 
due, not to an early education and wealth, but 
to the fact that he was long ago “sold to the 
game” and convinced he could sell it to others. 
In prefacing his remarks he declared that work- 
ers in all other classes of business participate 
directly in same way in furthering the cause 
of their occupation. He cited the case of the 
union man who pays dues to his labor organiza- 
tion and who in return gets advantages in 
working conditions. The only participation 
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Thursday 


which insurance workers have in their busines. 
he said, is to acquire part of the money, 


“There must be a further participation—thg 
of advertising—and only the agents themselye 
and not the national officers can bring in the 
public,” he continued. “The agent knows his 
own business and territory and the demands 
which they make far better than some distant 
home office can ever know them. 

“The salesman should analyze himself ang 
weed out his negative qualities before he cap 
hope for success,” he said. “After finding oyt 
the negative qualities, the greatest of which js 
fear, he can put them to work on the affirm. 
tive basis. The man who harnesses fear and 
makes it the fear of failing is the one who 
will write the policy. After that, if he wil 
realize the Christian work which he is perform. 
ing, another great step will have been made, | 
like to pocket the profit derived from’ signing 
out a policy, as well as anyone, but there is an 
additional pleasure when I realize that I may 
be protecting some home against the future or 
keeping somebody's children out of the poor. 
house.” 


Printing Industry Health Survey 

The International Joint Conference Couneii 
of the allied printing industry, representing 
both employers and employees, have authorized 
a nation-wide health survey of the printing 
trades. It is expected to take about two years, 
It will include every phase of the industry bear- 
ing directly or indirectly upon health, physique 
and physical efficiency. The investigation will 
be under the direction of Dr. Frederick L, 
Hoffman, consulting statistician of the Pru 
dential Insurance Company of America, and 
dean of the Advanced Course of the Babson 


Institute. 








Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insut- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

BRED os oisicicceystesexalsransvs a 
Twenty Payment Life...... . . $167.10 
Twenty Year Endowment. . . .$235.10 


United Life and Accident Insurance Cs. 
Home Office, United Life Bldg., Concord, N. ft 
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ACACIA MUTUAL LIFE ASSOCIATION 


The Masonic Mutual Life Association of 
Washington Becomes an Old-Line 
Company Under Above Title 
At the session of Congress just closed, a bill 
was unanimously passed by both the House and 
the Senate, and signed by President Harding, 
which changes the name of the Masonic Mutual 
Life Association of the District of Columbia to 
Acacia Mutual Life Association, and at the 
same time changes the plan under which it 
operates from the fraternal to the old line 
basis. The association will hereafter operate 
as a mutual life insurance company. It will 
continue to limit its membership to Master 
Masons. The change will make no difference 
in the principles on which it has been con- 
ducted and under which it has been so success- 
ful. There will be no change in its rates, and 
possibilities, its dividends 
It will have no capital stock, 
ie oe Oe 


with its greater 
should increase. 

the bill providing that 
tion shall forever be conducted for the mutual 
benefit of its members and their beneficiaries 
and not for profit.” The only difference in its 
plan of operation is that it will be licensed as 
a mutual life insurance company instead of a 


the associa- 


fraternal society, and thus be relieved from 
initiating its members and maintaining a lodge 
system. 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives, 


Joseph C. Behan, Supt. of Agencies 
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The work of this association and its recog- 
nized usefulness to the Masonic fraternity have 
the endorsement of the Grand 
Lodge of Masons of the District of Colum- 
bia for over fifty years. It has been looked 
upon by that Grand Lodge as a part of the 
District of Colum- 
bia, and it is understood it is with genuine 


secured to it 


Masonic activities of the 


regret on the part of that Grand Lodge that 
the name was changed. In recent years the as- 
sociation’s work has become national in scope, 
it being now licensed in thirty-five States. In 
the development of its work in jurisdictions 
not familiar with its nature and purposes there 
was a feeling on the part of some Masons as 
to the ethical use of the word Masonic in the 
name of an institution not directly under the 
control of the Grand Lodges, and, in deference 
to this feeling, the change in name was decided 
upon. 

This association is the oldest fraternal society 
in the United States. It was organized in 
1866 and chartered in 1869. At that time life 
insuratice was not understood as it is to-day, 
and its charter had certain limitations that pre- 
vented its growth and development, such as the 
limitation to $5000 to any member, and in the 
The new charter 
removes these limitations and gives the asso- 


Senetits which it might grant. 


ciation the privileges, advantages and oppor- 
a mutual life company, 
its field of usefulness and 
growth and development. 


tunities of insurance 
thereby increasing 
its possibilities for 
Tor many years, this association has held a 
unique among 
Since 1903 it has maintained the legal reserve 
on all policies on the American Experience 
Table of Mortality and 314 per cent and is, 
therefore, able immediately to comply with all 
the requirements for old-line companies. 
The William Montgomery, 
been officially connected with the association 
for nearly thirty years. When he became con- 
nected with it it had less than 600 members of 


position fraternal societies. 


president, has 


an average age of over sixty years, about $360,- 
000 of insurance in force and less than $10,000 
in assets. It was conducted on the post-mortem 
assessment plan of $1.10 upon each death. The 
plan of assessment afterwards changed 
to an assessment according to age. <A care- 
ful study of life insurance convinced President 
Montgomery that the legal reserve plan was 
the only permanently safe pian on which to 
conduct any life insurance company or society, 
and, on his recommendation, in 1903 the board 
amendment to the 


was 


of directors sought an 





charter, which required the association to main- 
tain the legal reserve on all policies thereafter 
issued. When this amendment was granted the 
association had about 1300 members. These 
members were educated to the advantages of 
the legal reserve plan, and voluntarily trans- 
ferred. At that time the maintenance of the 
legal reserve by a fraternal society was un- 
heard of, and it was freely predicted that the 
association could not succeed on that plan. The 
foresight and wisdom of President Montgomery 
are shown by the fact that since that time the 
association has made steady progress every 
year, having now over $120,000,000 of insurance 
in force, over $6,000,000 of assets and a sur- 
plus that, on July 1, last, exceeded a half mil- 
lion dollars. 

When the association started on the legal re- 
serve plan in 1903 it had less than $15,coo in 
assets; it had no agents and was not licensed 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, I1l. 














EDMUND P. MELSON, President 








ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 











in any State. It was universally felt that dur- 
ing the period mentioned, without capital stock 
or a guarantee fund to provide for the develop- 
ment of the business, a life insurance institu- 
tion could not be established on the legal re- 
serve plan. The ability of its management is 
evidenced by the fact that, without a guar- 
antee fund, without a capital stock, and with- 
out borrowing any money, it is now licensed in 
thirty-five States, has branches in most of the 
large cities, and has an agency plant that will 
pay for about $50,000,000 of insurance this 
year. Although it has a premium rate that 
compares favorably with the non-participating 
rates of the stock companies, it has paid divi- 
dends to its members for many years, being the 
first fraternal society in the United States to 
pay dividends to its members. 

Notwithstanding the fact that about a year 
ago the association was examined by the insur- 
ance departments of three States and the Dis- 
trict of Columbia, which certified to its splen- 
did financial condition and the efficiency of 
its management, it has requested the chairman 
of the committee on examinations of the Na- 
tional Convention of Insurance Commissioners 
to have another examination made as of De- 
cember 31 of this year, which has been granted. 
The association, therefore, starts on its career 
as an old-line company under exceedingly 
favorable conditions. Its progress under the 
former charter is but an index of its possibili- 
ties. Its future seems to be assured. 

A statistical representative of THE SPECTATOR 
calling at the Insurance Department of the Dis- 
trict of Columbia October 3 reports that the 
Acacia Mutual Life Association is still operat- 
ing under the fraternal license of the former 
Masonic Mutual Life Association, by consent 
of the Insurance Department, pending the pro- 
posed examination by the National Convention 
of Insurance Commissioners, which the com- 
pany has requested. 


Shenandoah Life Changes 


The Shenandoah Life Insurance Company, 
of Roanoke, reports the following recent 
changes in the home office staff: 

W. A. Powell promoted to agency super- 
visor in charge of North and South Carolina; 
P. H. Hicks appointed general agent for the 
Nashville district, with Robert C. Cunningham 
as superintendent of agents; Worth & John- 
son appointed general agents for the Jefferson, 
N. C., territory; Davis & Neelley appointed 
general agents for Lawrenceburg, Tenn., dis- 
trict; Harry Kapiloff appointed general agent 
to succeed W. A. Powell, Richmond, Va., terri- 
tory, and G. C. Rich appointed general agent 
in partnership with G. R. Brown, who has held 
general agency contract with the office for 
Lynchburg, Va., district. 


Equitable Life Service Campaign 
Second Vice-President F. H. Davis, of the 
Equitable Life Assurance Society, announced 
this week the launching on October 2 of a 
Policyholders’ Service Campaign. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 

Contract as good as the best, with exclusive 
rights. 

Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 














Selling the Young Man dependent or partly dependent. He has already 
received reports on approximately 13,000 indi 
viduals. These returns are classified by ages 
and by occupations. Mr. Devney has worked 
out two charts based on data thus far te. 
ceived, one containing the economic records of 
men who are living and the other a compila 
tion of estates which men have left at death. 


By Frank H. WILLIAMS 
Death seems a long way off to the average 
healthy young man so that a greater impres- 
sion can be made on this young man by showing 
him what money he will save by means of an 
insurance policy than by telling him what insur- 
ance may do for his possible family in the re- 


mote likelihood of his death. : . : 
7 ; ieee th tl Joins Excelsior Life 
young men are anxious to Keep up with 1¢e r + . 

8 asic Pp I i A. W. Johnston, M.A., F.A.S., has been ap- 
procession. So if one young man in a circle or 
crowd is sold a policy all the other members of 
his crowd are put in a receptive mood toward ’ 
rie ‘gneas eet 2 Mr. Johnston is an honor graduate of the University 
-_ purchase ot similar policies. And that, tor of Toronto and was Fellow in Mathematics for one yer 
this reason, the live wire agent will, after sell- after graduation. For the past six years he has been 
associated with the Excelsior Life Insurance Company, 


pointed assistant actuary of the Excelsior Life 
Insurance Company. 


ing a policy to one young man, work all of his 
relatives and friends who are of about the same 





age. 

It is generally much easier to sell life insur- 
ance to a young man at the time of the an- 
nouncement of his engagement than at the time 
of his marriage, because in the first case ex- 
penses haven’t piled up on him the way they 
do when he gets married. 

The average young man is interested in get- 
ting as much money as he can on as small pay- 
ments as possible, so that in most cases long- P 
term endowment policies sound more attractive 
than short-term policies. 

Many young men are apt to think that the 


amount of insurance they should carry is just OF NEBRASKA 


about the amount their fathers have been carry- 
ing. So that if the agent can get a line on the N. W. Cor. 15th & Dodge 
8TH FLOOR 


amounts carried by the dads he will have a good 
foundation for a selling talk to the sons. 

Once a policy has been sold to a young man, OMAHA, NEBR. 
that man becomes a booster for the company in 
which he holds his policy and that, for this rea- 
son, it will be a comparatively easy matter later 
on to sell him more insurance in that company. 

E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 


Manager of Agents 


New Economic Experience Table 

Joseph J. Devney of Cleveland, Ohio, is pro- 
ceeding with his plan for the compilation of a 
new economic experience table. J*or the pur- 
pose of this compilation he has sent out many 
thousand questionnaires asking for data as to 
the financial condition of white men over nine- 
teen years of age. The blank calls for reports 
on the occupation, approximate worth, age and 
condition as to whether self-supporting, wholly 
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Opportunities in Life Insurance 


By Ear C. 
Life 


Actuary, Detroit 


Insurance protection, representing as it does 
one of the greatest needs and one of the great- 
est blessings of mankind, ought to be the most 
sought-for thing in the world. Man, how- 
respects the most perverse of 
God's creatures, and accordingly we find that 
instead of voluntarily seeking life insurance 
protection, it is necessary that this be sold to 


ever, is in some 


him. 
At various times in the past decade or two, 


Excerpts from an address delivered at the Twelfth 
Annual Agency Convention at Niagara Falls, Ont. 








Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Imsurance in _ force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 








WIGHTMAN 
Insurance Company 


people have thought that the life insurance 
agent was a parasite on society, i. ¢., 
gained his living at the 


of the people, 


one who 


expense of the rest 
anything of 
Accordingly 
undertaken, 


without producing 
real value in return therefor. 

a great many experiments 
with the object of eliminating the life insurance 
agent entirely. Notorious among these schemes 
was that of State insurance, 
conspicuous example that conducted by 
the State of Under this 
the taxpayers’ money was used to take care of 


were 


of which the most 
was 
Wisconsin. scheme 
the overhead expense connected with the pro- 
viding of insuranee protection to the citizens 
of that State. As a result the 
to underbid all of the established legal reserve 
insurance companies in the matter of furnish- 
insurance protection. This 
proved a dismal failure, the 


State was able 


experiment, 


ing 
however, primary 
cause of which was the neglect to provide for 
a selling organization. 

When this country entered the 
1917, it to provide for 
protection upon the 
All of the men in the 
another, 


world war in 
undertook insurance 


lives of its soldiers and 


sailors. service were, 
through 
forced to purchase such 
with the that a 
written by the Government 
previous precédent. When, 
of war abated and the 
ciated therewith had been removed, 
which 


one means or practically 


insurance protection, 


result volume of insurance 


was beyond any 


however, the stress 
extra hazard asso- 
the lapsa- 
resulted, 


was 


tion of this business, was so 


great as to put in eclipse the worst record of 
company had 


old-line insurance which 


obtained along these 


any 
lines. 
through the 


heretofore 
Again, 
medium of advertising and the postal facilities, 
undertaken to sell insurance direct to the pub- 
lic without the intervention of an insurance 
that no 


other companies have, 


salesman. By reason of the fact 
agent’s commission was payable on business se- 
cured in this way, these companies were enabled 
to write rate. This 
experiment also has produced the most meager 


insurance at a very low 


results. 
As a 


result of all of these various devices 


was to eliminate 
has 


and schemes, whose purpose 
been demon- 
strated, beyond the slightest possibility of doubt, 
that the insurance agent, 
non-producetive parasite, 
sity. 

Paradoxical as it may 
fortunate that selling insurance is difficult, for 
this it is that makes for greater opportunity 
for real salesmen. We can never 
overlook the operation of that well-known eco- 
law, known as the law of supply and 


demand, and we must remember that, if selling 


the insurance salesman, it 


being a 
is an absolute 


instead of 
neces- 


seem, it is in a sense 


afford to 
nomic 


life insurance were as easy as picking plums 
from an overloaded plum tree, our compensa- 
tion for the work would be identicaily the 
as that of a plum picker. 

As I have stated, I do not believe it possible 
to determine in advance whether or not a cer- 
tain individual will succeed or fail 
I have seen certain individuals 
while | 
same type 
nerve of 


same 


in selling 
life insurance. 
of a given type succeed, have 
identically the 
men with the 
who dismal 
I have also seen men 
un- 


seen 
fail. I 


a_ brass 


others of 
have 
monkey, 
life insurance 
who could sell spectacles to a blind man, 


seen 
made a failure of the 


business. 


able to sell a single life insurance policy. On 
the other very timid and 
modest individuals make a very great success 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, “The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. [I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 


hand, I have seen 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
“Am well pleased with the letters. Shall be able to 
make effective use of them.”” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
RE a EE a On 


Madison, Conn. 











WHEN BETTER POLICIES ARE WRITTEN, 


THE NATIONAL RESERVE LIFE WILL WRITE THEM 








NATIONAL RESERVE 
LIFE INSURANG 


GEO. _GODEREY MOORE. Beata a +e 





HOME OFFICE: TOPEKA, KANSAS 


CO 








ATTENTION LIFE INSURANCE’ SALESMEN 
Do you want to secure a Manager’s contract fer yourself in “THE 


HEART OF AMERICA”— 
Nebraska, Minnesota, Arkansas and Texas? 


TO THE RIGHT MAN 


We will offer splendid first year commissions, very liberal renewals 
and a reasonable amount of money to be deposited in banks to aid 
and assist you in getting started. 


WE WROTE OVER $11,000,000 in KANSAS IN 1921. 


We offer to the insurance buying public most attractive, easiest 
selling life insurance policies written by any life insurance company— 
both participating and non-participating. 


If you can qualify write or wire the home office for personal interview. 


Kansas, Oklahoma, Missouri, Iowa, 
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of this work. 
good, assuming, of course, that he is honest, 
if he but properly appraise his own limitations 
and choose his field accordingly. 


\ny type of a man can make 


Metuop or Approacu 


As a result of these observations I have 
come to the conclusion that the chief obstacle 
to success in selling life insurance is the em- 
barrassment of the approach, that is the diffi- 
culty of tackling a new prospect for insurance. 
What is it due to? Is it the native inborn lazi- 
ness with which we are all more or less affected ? 
Is it timidity? Is it weakness of the will, 
or is it just inertia, 1. e., that tendency of a 
body at rest to continue in that state until 
an external force is applied to change it? Well, 
that is a very difficult question to answer, and 
is one which must be answered by each in- 
dividual for himself. Perhaps in general one 
might say that it is a combination of all of 
these. One thing is certain, however, and that 
is this, that if this difficulty can be surmounted, 
success in the life insurance business is abso- 
lutely certain. It behooves each one of us, 
therefore, to spend some little time in self- 
analysis, with the idea of determining just 
where our weakness lies, and bending every 
effort to correct the fault. 

There are unquestionably times in the life of 
every one of us when we feel a certain measure 
of discontent with our present job, and wish 
that we had chosen some other line of work. 
Distant pastures always are the most alluring 
and attractive. If this is true of men in gen- 
eral, it applies with particular force to the 
life insurance salesman, for his job is one 
which affords many discouragements and many 
opportunities for self-pity. I sometimes think 
that old-man Job, of biblical fame, was an in- 
surance agent. 


TRAINING REQUIRED 

Let us consider briefly the first of these 
points, viz.: the training required. In order 
to make a fairly good living in the insurance 
business it is possible to get along with prac- 
tically no training at all. All that is absolutely 
required is a few hours of study of the rate 
book and the various policy forms. Do not 
misunderstand me to say, however, that you 
can ever hope to reach the highest pinnacles 
of success with this mere training. If you 
have the other necessary qualities, you can, 
however, get by with this minimum of train- 
ing. Now it does not take long for anyone to 
familiarize himself with a rate book and the 
various policy forms issued by a company. In 
considering this compare, if you will, the legal 
and the medical professions, that of dentistry, 
of engineering, etc. Here a minimum of three 
years of college training, after the high school 
is required. In 


course has been completed, 


some cases as high as seven years is necessary. 


Capital Not Reovuirep 
It is possible to enter and to make a success 
of selling life insurance without any capital 
at all. This, however, is not always desirable, 
for disappointments are apt to come early in 
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one’s insurance career, before the will for suc- 
cess has been formed, and before our courage 
has been crystallized. It is, therefore, prefer- 
able that one have sufficient capital on entering 
the career of life insurance salesmanship to 
provide him with sufficient funds to meet his 
living expenses over the first few months of 
his apprenticeship. As I have stated before, 
however, it is possible, as has been done time 
after time again, to enter the insurance busi- 
ness without a dollar in one’s pocket, and to 
make a success of the work. 

By way of contrast, let me remind you that 
there is practically no other business enterprise 
in the world of which this may be said. In 
fact, if one is to find business a profitable en- 
terprise, it is ordinarily required that the initial 
investment therein be considerable. In fact, 
it is an economic law that the amount of one’s 
profits in enterprise vary directly as the amount 
of capital invested. I do not believe that any- 
one fully appreciates the risk that is attendant 
upon the investment of capital, and had I the 
time I would cite a few illustrations, which I 
am sure would startle you, and would cer- 
tainly undermine any confidence you possessed 
as to the possibility of investing funds securely. 
In addition to the orginal investment of cap- 
ital, which is always required in most lines 
of business, one is almost certain to face the 
constant demand for additional capital to pro- 
vide for the continuing expansion of the busi- 
ness. The inflation period, which began dur- 
ing the continuance of the late war, furnishes 
us with an excellent illustration of this. 

We have seen instance after instance where, 
under the stress of enormous war-time de- 
mand, plants were enlarged, at great expense, 
to several times their original capacity. Now 
that the process of deflation has set in and 
the demand for goods in general fallen off to 
such a large extent, we see so many of these 
plants practically idle, with the probability 
that the demand will never be again sufficiently 
large to permit of their employment to any- 
where near one 100 per cent of their capacity. 
No such condition as this is met with in the 
insurance profession, and in this respect sell- 
ing life insurance is far superior to any other 
line of human enterprise. 


ADVANTAGES OF THE WorK 


Let us consider also in some detail the work- 
ing conditions surrounding our employment, 
as compared with those obtaining in other lines. 
In the first place, selling insurance is clean 
work, permitting of a man to dress like a 
gentleman at all times, or like a millionaire, if 
he wish. In the second place, the work is 
strictly honest. You can sell a man a life in- 
surance policy with the assurance that the next 
time you sce him on the street you will not 
have to cross over to the other side to avoid 
meeting him. 

Another very important thing, of which we 
are prone to lose sight when it is present, and 
most certain to miss if it is absent, is that of 
appreciation of one’s work. In this connection 
let me say that I know of no employment in 
which one’s efforts are quite so highly ap- 
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preciated as are those of the life Insurance 
agent. It is altogether proper and fitting that 
this should be so, for to an almost unlimites 
extent it is the agent who furnishes the life 
blood to an insurance company. 

In the third place your employment is a steady 
one, and practically immune from the effects 
of industrial depression. This has been clearly 
illustrated by the experience of the Detroit 
Life Insurance Company in the past typ 
years. In 1921, when the general business of 
the country was at a standstill, the Detroit 
Life produced the greatest volume of ney 
business in its history. If depressed economic 
conditions have anything to do with decreas. 
ing the sale of insurance, the result is not ey. 
dent in the work of such men as Morris Fish. 
man. One has, therefore, never to worry about 
being laid off or thrown out of employment, jf 
he is in the insurance business. 


Money Maxkinc Opportunitigcs 


The first duty that is thrust upon us as soon 
as we arrive at an age of self-competence js 
the duty of providing for our own subsistence, 
Earnings, therefore, are the main considera. 
tion in any kind of employment, and it is well 
for us, therefore, briefly to consider as to what 
the possibilities are in the way of making 
money in the life insurance profession. I think 
that you will all agree with me that in order 
to be considered a fixture in this business a 
man must average at least $100,000 worth of 
new business each year. When you stop to 
think of it, that is not a very large produc 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 


reference. Address, 


dd 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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tion, representing as it does an average of only 
slightly more than $8000 per month. 
ing this I do not wish to underestimate the 
value of $100,000 men. While such a produc- 
tion is not particularly big or startling, still 


In say- 


it is nothing contemptible or to be sneered at. 
It should, however, represent about the mini- 
mum for any man who expects to make of life 
insurance his life’s work. In saying this I 
have a very firm conviction that there is not 
a man or a woman in this gathering who does 
not do more than this, but who could do at 
least twice that amount, if they were to apply 
the proper energy to their work. 

A man producing $100,000 of new insurance 
each year ought to make at least $2000 dur- 
ing the first year in the business, and a con- 
tinually increasing amount from then on, with- 
out taking into account at all any increases 
from year to vear in his new production. His 
renewal commissions on his old business would 
have the effect of giving him a yearly in- 
crease in salary, until at the end of his tenth 
year, if he has had a normal lapse ratio, he 
ought to be making between $3000 and $3500. 
In order to obtain this increase in income, 
kindly remember that it has been unnecessary 
to go to one’s boss and to demand a raise 
from time to time. The whole process is auto- 
matic and continuous. Now, mark you, ladies 
and gentlemen, in making these estimates I 
am taking no account whatever of the fact that 
one would no doubt increase their new produc- 
tion from year to year by reason of the addi- 
tional experience, which they obtained from 
continuity of service, from the possibility of 
inducing old policyholders to take additional 
insurance, or from the new insurance, which 
will be obtained from boosters, that is, those 
who are satisfied with the policy which was 
sold to them, and who are willing to remem- 
her you in the event that their children be- 
come of insurable age. or if friends of theirs 
come into the market for insurance. 

Tt is well to emphasize at this time that one 
of your greatest assets in the business is the 
satisfied customers who have purchased _poli- 
cies from you. Taking all these things into 
account, it is quite obvious that one does not 
have to write a very large volume of insurance 
in order to secure for himself a very substan- 
tial income for the present and an assured in- 
come of some little size for the future. In 
one respect at least I believe that the insur- 
ance business is quite unique and different from 
any other enterprise. T refer to the practice 
of almost all companies to pay to their agents 
a renewal commission for several years to 
come upon the business written by them. In 
practically every other field of salesmanship, 
when a sale is made the full commission is 
paid, and that is the end of the transaction. 

In practically every other line of work the 
entire profit arising out of the transaction iS 


paid at once. In insurance, however, there is 
a recurring profit, which continues over a 


To my 


period of years following the sale. 
mind these renewal commissions represent the 
most attractive feature of the business of sell- 
ing life insurance, for through their instru- 
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mentality one is assured of constant increases 


in his compensation from year to year. He is 
assured a pension to take care of him in the 
days when, by reason of old age, he is unable 
to continue his activities, and finally he is 
assured an estate, in case he is untimely taken 
away in the prime of his life. Renewal com- 
missions, therefore, constitute a means of con- 
tinually increasing the standard of one’s living. 
They provide something to look forward to in 
old age, and finally they serve as insurance pro- 
tection for those near and dear to us. 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,700,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installmeat — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 19 States. For 
territory write today 


AGENCY DEPARTMENT 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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We are satisfactorily handling 


REINSURANCE 


for a number of American Life Companies. 


















Gladstone mastered Greek after he was 80 You will appreciate our quick decision and prompt service in your cases, | 
years old. By doing this he proved the old Reinsurance on the yearly Renewable Term plan, or for substandard | 
adage “Never too old to learn.” The best men risks on the Coinsurance basis. Our decision given by wire on day of receipt of 4 
we have to-day—either in commercial or pro- your papers. 






fessional life—are patent illustrations of this 


same principle | THE ONTARIO EQUITABLE LIFE & ACCIDENT 


Some men get too old to learn very early in 


life. Some men have to be trepanned to get an INSURANCE COMPANY 


idea into their noodles. Occasionally you will i 5 P a 
ve Head Office, Waterloo, Ontario. S. C. Tweed, President, 








find a man who is bene from his gullet up. But 
don’t look for him at the head of a big manu- 
facturing plant or president of some great 

















Look ahead with optimism—expect growth— Miss Lakey Reappointed 










university. 1nd don't expect to find him in ; sags piles 
the $500,000-class in a great life insurance com- "@V€ NO Tears of silver hairs, for they are not Miss Alice Lakey, publisher of Insurang 
‘ a deterrent in this wondertul business. Kee . : 4 
pany. . t ’ ertul business °eP has been reappointed as the insurance repel 
ie 





your mind and body active so you won't stag- 






And, just here, boys and girls, is when the sentative of the General Federation 









nate—find joy in serving old friends—mix with 
the young and buoyant and so enter into a ripe, Women’s Clubs. She will serve in the divisig 





wide-awake person, whether 60 or 80 years old, 









finds the richest fruition of a busy, active, con- 
























structive career. In this business, one doesn’t fruitful, happy old age. There is no other of home economics, chairman, Mrs. M. 
need to be kicked out because he is past 50. business will treat your old age so well. And Barry, a division of the department of applie 
Having profited by a long experience, retain- then if you have been frugal as you went education, chairman, Mrs. John D. Shermiil 
ing an open vision, enjoying hundreds of friend- through your more largely productive years, This department is one of the five thromg 
ships, abounding in health and vigor, the clos- = YOu can enjoy your work because it is supple- which the 2,000,000 members of the Ge era 
ing years of a solicitor’s life should be the mented a bit by other income. Federation carry on their work. : 
brightest, richest, sweetest of all. Stay by, work hard, save something each The first step to be taken by the insurang 

Of course, much depends upon how you have year and you can rest content when the “sere representative in the educational insur r 
sown. You reap the same. Fill your field full and yellow” season comes on—your gray hairs campaign planned will be the preparation af n 
of service and you reap gratitude and patron- and halting steps will prove a splendid asset. distribution among the club women: of { 
age. Sow smiles and you reap warm hearts. RO; DICIEOS. plan of study of insurance. 
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“Financial Status Unsurpassed” : 


A fy: J a : CAN | says The Insurance Almanac in its review off 
the progress and activities of THE GUARDIAN | 


LIFE 




















E fe : ie A L | - The same thing could be said for the service) 
| which this Company renders to its field force? 

LI F E. and Service to Policyholders is unsurpassed] 

by any other company, and equalled by fews 


and policyholders. THE GUARDIAN’S broad,) 
Insurance Co. If you want to know the whole story of what 


| 
| progressive program of Agency Co-operation] 
| 
| 
this Company is doing for its field force, address 





INDIANAPOLIS, IND. 


T. LOUIS HANSEN, or GEO. L. HUNT, 
Vice-President Supt. of Agence : 


Established 1899 The Guardian Life Insurance Compan 
OF AMERICA 


HERBERT M. WOOLLEN Established 1860 under the Laws of the State of New York 4 


PRESIDENT 














Home Office 50 Union Square, New Yor 
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/ MERCANTILE CELEBRATION 


Company Has Been Active Twenty- 
Five Years 


" GROWTH SINCE ORGANIZATION SHOWN 


Agents of Company Receive Handsome 
Souvenirs as Silver Anniversary 
Memento 


The Mercantile Insurance Company of 
q America, New York, one of the North British 
* and Mercantile group is now celebrating its 
| twenty-fifth year of successful business life. 
q The company was organized in 1897 and was 
originally known as the North British and 
; Mercantile Insurance Company of New York. 
' The name was changed to the present one in 
© November, 1915. At the same time the capital 
' was increased from $200,000 to $1,000,000. 

% While the company is holding no ceremonial 
' celebration of any kind, it has recognized its 
silver anniversary by presenting to its agents a 
handsome memento of the occasion, in the form 
of copies of “The Agents Key to Fire Insur- 
ance,” written by Robert P. Barbour, a vice- 
president of the company, and published by The 
Spectator Company. A special numbered edi- 
tion, bound in blue and siiver, was prepared for 
the purpose. 

In connection with the shipment of the books, 
Cecil F. Shallcross, president of the company, 
sent the following letter to the Mercantile 
agents : 

The Mercantile Insurance Company of Amer- 
ica was organized just a quarter of a century 
ago. 

During that period, through adopting broad 

and progressive underwriting principles and 
sound business practices, it has attained im- 
portant rank in the insurance world. 
' There are few companies in a position to 
' offer their agents better facilities either in the 
Variety of forms of insurance written or line 
writing capacity, and we are certain that none 
has an agency plant of more notable value and 
standing. 

With this background and with the continued 
co-operation of our agents we plan confidently 
for greater progress in the future. 

To you and our other loyal agents whose 
support has been such an important factor in 
our success, we are sending as a memento of 
/ our Silver Anniversary copy of a revised and 


TWENTY-FIVE YEARS’ RECORD OF THE 


Liabilities 
$1,951,700 
2,113,501 
1,642,593 
1,564,893 
1,377,332 
1,133,539 


Assets 

$4,048,353 
4,060,816 
3,656,050 
3,488,204 
3,301,740 
3,241,974 
2,914,777 
2,277,467 
2,111,192 
2,029,646 
1,907,426 
1,679,210 
1,511,888 
1,238,232 
939,309 
962,394 
842,379 
756,016 
662,684 
635,157 


243,046 
199,961 
141,282 
131,298 
100,198 
72,360 
34,717 
19,600 
6,017 
44,053 
7,470 


*Capital increased from $200,000 to $1,000,000. 
1915, as South British and Mercantile Insurance 
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Company 








lined up with you.” 


features of our service. 








A Real Advantage 


‘‘We are urging the Loan Companies to use your 
service as we find it expedites the matter of clos- 
ing loans and lessens considerably the work of 
our legal department, to say nothing of the added 
security by reason of your title guarantee bond. 
We compliment you on your service. We find the 
service prompt and efficient, and trust before 
very long to have some of our other loan companies 


(A letter from a large Insurance Company) 
The steady growth of our National Title Insurance 
Department indicates that Insurance Companies are 
constantly appreciating more fully the profit-saving 


We insure titles anywhere in the United States. 
Ask for our Special Booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 


COMPANY 


135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 


$6,000,000 
Affiliated with the 




















“SECURE AS THE BEDROCK OF NEW YORK” 








specially printed edition of “The Agents Key 
to Fire Insurance,” with the thought that this 
standard reference book, written by one of our 
vice-presidents and containing current informa- 
tion and practical suggestions regarding the 
conduct and development of the business, will 
prove of permanent usefulness to your office. 


Heartily thanking you and your associates 
for all your efforts in our behalf, and assuring 
you of our full co-operation, we remain, with 
best wishes for your success. 


The Mercantile Insurance Company of 
America has shown steady progress since it was 


MERCANTILE INSURANCE COMPANY 
Losses Paid 
$1,140,443 
961,213 
832,646 
825,116 
761,454 
435,489 
227,554 
270,378 
250,312 
275,152 
262,413 
199,505 
108,082 
108,080 
69,941 
54,690 
44,356 
54,600 
30.656 
13,601 
16,202 
1,160 
47,037 
29,291 


Net Premiums 

$1,810,499 
2,272,724 
1,763,136 
1,770,112 
1,535,076 
1,206,043 
777,380 
545,788 
541,861 
564,703 


Surplus 
$1,096,653 
947,315 
1,013,457 
923,311 
924,408 
1,108,435 
1,157,000 


163, 
169,953 
142,261 
108,495 
53,526 
31,681 
—$,359 
71,067 
109,266 14,987 
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established in 1897. During that time the assets 
of the company have increased from $300,000 
to over $4,000,000, and the premium income 
from $15,000 to nearly $2,000,000. The table 
below accurately portrays the growth of the 
company : 


Back Draughts at Fires 

The recent death of a captain in the Balti- 
more Fire Department, and the injury of a con- 
siderable number of men because of a back 
draught, developed at a fire in that city, direct 
attention to this danger. Concerning this sub- 
ject the book entitled “Fire Insurance Inspec- 
tion and Underwriting,” by C. C. Dominge and 
W. O. Lincoln, published by The Spectator 
Company, contains the following: 

Back Draughts—The phenomenon of “back 
draughts” is the dread of fire fighters, for they 
never know at what moment they may be caught 
by one of these outbursts of flame. A “back 
draught” is really an explosion. When there is 
not a sufficient supply of air to produce com- 
plete combustion, the combustible will give off, 
in addition to the products of combustion, a 
gas which is combustible. This gas, when 
mixed with air, becomes either a combustible or 
an explosive, according to the mixture. When 
the adjustment of air and gas is a proper one, 
the resultant explosion is severe enough to 
wreck the building. Such a “back draught” 
is usually accompanied by a burst of flame. 

A new and enlarged addition of this work is 
now in press. 
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SOME EQUITABLE FACTS 


The Equitable has faithfully served the public for over sixty-two years. 

It is one of the largest and strongest financial organizations in the world. 

It is a great human welfare institution with a membership of nearly a million 
thrifty, far-sighted persons banded together for mutual protection, whose 
combined insurance aggregates $2,817,970,732. 

Its assets are safely and profitably invested, and its large Surplus Reserves 
guarantee its stability regardless of financial conditions. 

It paid to Policyholders and Beneficiairies $83,678,764 in 1921. Its Total 
Payments to Policyholders and beneficiairies since organization total 
$1,458,653,991. 

In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7%) 
were paid within one day after receipt of due proof of death. 

Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholdersin 1921 were $18,745,639, and it has 
set aside $26,148,772 to pay the Refunds due in 1922. 

It was the first company to make policies incontestable after one year. 

It was the first company to demonstrate that a policy could be paid as promptly 
as a bank draft. 

It was the first company to insure large numbers of employes in a body on 
the Group Insurance plan, with scientific medical inspection substituted for 
personal medical examination. 

It has devised the Home Purchase Plan of insurance whereby a man of moder- 
ate means can own his own home and pay for it conveniently whether he lives 
or dies. 

It has developed a programme for the education and training of its agents in 
the principles of life insurance and in modern salesmanship. 

It maintains at its Home Office an Inheritance Tax and Business Insurance 
Bureau for the benefit of the insuring public. 

Its policies are liberal, clear and comprehensive, readily adaptable to the 
diversified needs of the insuring public. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
_—" Broadway, New York 
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CRITICISM OF ASSOCIATION METHODS 


Too Much “Scientific Salesmanship” and 
Too Little Education of Agents as 
Advisors is Alleged 

Just prior to the recent annual convention 
of the National Association of Life Under- 
writers, one of the then vice-presidents of the 
association, Wilson Williams, of New Orleans, 
general agent for the New England Mutual 
Life, wrote a letter to President John L. Shuff 
in which he spoke as follows concerning cer- 
tain features in the conduct of the association: 


I will not be in Toronto for either the execu- 
tive committee meeting on August 21, or the 
International Convention on August 22. My 
regrets are being expressed by same mail to Mr. 
Franklin W. Ganse, chairman, executive com- 
mittee. 

While fully appreciating the compliment be- 
stowed upon me by our last convention, and 
the honor of holding the title of vice-president 
during your administration, I have learned 
from experience that the vice-president per- 
forms no function—either active or advisory— 
and hence I have nothing “official” to report. 

To you, however, I would sound a note of 
warning against the tendency to suppress a 
democratic spirit in our organization. Though 
always a staunch “regular,” and mindful of 
the many self-sacrificing efforts of a few men 
in promoting the welfare of the association, I 
deplore the fact that several “shining lights” in 
agency work throughout the country are 
apathetic, if indeed not antagonistic to the activ- 
ities of the National Association. 

We have pushed rather aggressively for 
numerical strength—added short-time and part- 
time agents to our membership roll, and neg- 
lected means that would attract men of experi- 
ence and mental equipment. Responsible for 
this condition and for the many complaints 
lodged against us of being a “close corpora- 
tion” is the dominating influence of a self-per- 
petuating board of control, now known as 
trustees, whose arbitrary will is the law of the 
association. 

I am further convinced that we are devot- 
ing too much time to scientific salesmanship 
and too little to educating our agents as effi- 
cient counselors and advisors. In other words, 
we are neglecting the ideal considerations of 
professional life underwriting. Knowing some 
of your views on this subject, I hope you may 
find it possible to elaborate on the thought in 
your remarks to the convention. 

I greatly regret missing an occasion that 
would afford the pleasure of again meeting 
yor and my many other good friends, and 
would thank you to convey my regards and 
best wishes to all enquiring. 

_Be assured of my continued interest in Na- 
tional Association affairs, and my willingness 
to serve its welfare whenever and wherever I 
may fit and be called upon. 

Mr. Williams closed his letter with sincere 


good wishes for a successful meeting and as- 
surance of his high personal esteem for Mr. 
Shuff, 

During the war the idea of selection of 
Persons for particular service according to 
psychological rules came to occupy so promi- 
nent a place that it led to ridicule of psychology 
aan aid in the public service. Mr. Williams 
states that too much time is being devoted to 
scientific salesmanship and too little to educat- 
Ing agents as sufficient counselors and advisors. 
Others have felt that agents may be trained 
too far alone psychological lines, so that they 
may come to depend upon psychological rules, 
rather than their own native common sense and 


tact. While, doubtless, it will assist many 
agents to have a certain training in, or knowl- 
edge of, psychology, as such, they must not be 
overtrained in this direction or they will be 
weaned away from the practical arguments and 
methods of selling life insurance which have 
prevailed from time immemorial. 

Mr. Williams comments rather unfavorably 
upon the methods of management of the affairs 
of the association, styling the latter a “close 
corporation,” but it must not be forgotten that 
almost any organization, and particularly one 
whose membership is widely scattered, must be 
conducted by a relatively few people, chosen 
by the membership for that purpose. 

There is no doubt, however, that Mr. Wil- 
liams’ position about there being too much 
scientific salesmanship and too little educating 
of agents is sound. To general agents who de- 
sire to best educate their agents, THE SPECTATOR 
recommends the practical works on the educa- 
tion of the solicitor by William Alexander: 
What Life Insurance Is and What It Does, 
How to Sell Insurance, the Prosperous Agent 
and the Art of Insurance Salesmanship. 

The insurance catalogue published by The 
Spectator Company contains the names of a 
number of other valuable works for practically 
educating the agent, and tending to make him 
a life insurance producer. It is probable that, 
in the last decade, we have had too much about 
psychology; and there is a reaction now going 
on in favor of giving the agent a practical 


education in the art of selling insurance. 





Holds Texas Insurance Ruling Invalid 

Austin, TEx.. Oct. 4.—An opinion by Assist- 
ant Attorney General Wallace Hawkins of 
Texas holds invalid that section of the insur- 
ance statutes which empowers the Commis- 
sioner of Insurance and Banking to forfeit the 
license or permit of any outside insurance com- 
pany which institutes in a Federal court or 
causes to be transferred to a Federal court any 
action against a citizen of Texas. He further 
declares that the manifest invalidity of this 
provision of the law does not void or interfere 
with some sixty-nine provisions of the act of 
the Thirty-first Legislature, which was a codi- 
fication of the insurance laws affecting the in- 
corporation and licensing of life, health and 
accident companies. He says the affected pro- 
vision is entirely different and separable from 
the other sixty-nine sections; therefore, they 
stand unhampered. 

National Life to Honor Robert D. Lay 

Curcaco, Itt., October 4.—The agency force 
of the National Life of the U. S. A. is cele- 
brating the forty-seventh birthday this month 
of Secretary and Vice-President Robert D. 
Lay. A drive is being made to sell $4,700,000 
of business. Mr. Lay has been head of the 
sales departmént and secretary of the com- 
pany for fifteen years, becoming vice-president 
in 1919. The National Life has reached its 
highest development in the years during which 
he as vice-president worked with. particular 
closeness to A. M. Johnson, president of the 
company. 
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Robertson Loses Fight on Petition 

Jacxson, Muiss., October 4.—The. fight of 
Stokes V. Robertson, State revenue agent, to 
prevent the submission of an initiative statute 
to the voters at the November election seek- 
ing to place his office on a salary basis resulted 
to-day in a ruling by Attorney General Frank 
Robertson, to the effect that the Secretary of 
State is merely a ministerial officer, without 
judicial power, and if the petition bearing 7500 
names seeking to have this statute submitted 
to the people appears sufficient on its face, the 
Secretary of State has no alternative but must 
perform the duty required of him by law. 


Northwestern Mutual Agents to Meet 

Cuicaco, Itt., October 3.—The northeast- 
ern Illinois general agency of the Northwest- 
ern Mutual Life Insurance Company will hold 
its annual meeting at Danville, Ill., October 5. 
The territory included in the agency embraces 
twenty-two counties in central and north cen- 
tral Illinois. M. J. Cleary, vice-president of 
the company will speak at the noon luncheon, 
followed by a business session in the Cham- 
ber of Commerce auditorium, where there will 
be a general discussion on “The Policy Con- 
tract.” 


Philadelphia Agency Launches Drive 

PHILADELPHIA, Pa., October 3.—The Phil- 
adelphia agency of the Mutual Life Insurance 
Company of New York, Dickey and Morgan, 
managers, have launched a fall drive for maxi- 
mum production commencing Monday, and con- 
tinuing to the end of the year. Many new fea- 
tures will enliven the drive, notably a division 
of the entire agency force into two teams, 
which are to be named in honor of George T. 
Dexter, second vice-president of the company, 
and George K. Sargent, superintendent agen- 
cies, respectively. The teams will meet for 
luncheon at the Bellevue-Stratford Hotel on 
Wednesday of each week throughout the cam- 
paign to compare notes and report their stand- 
ing to date. At a dinner to be held at the 
close of the campaign, the losing team will act 
as hosts to the winning team. 


John H. Carr Heads Western Union 

MANCHEsTER, VT., Oct. 2—John.H. Carr of 
Chicago was elected president of the Western 
Union, W. S. Steele of New York vice-presi- 
dent, and E. B. Hatch of Chicago was elected 
secretary. Business transacted was mostly of 
a routine nature and no announcement has been 
made of what transpired in the business ses- 
Reports were made by the committees 
on Cook county loss adjustments, revision of 
rules and acquisition cost. 


sions. 


Coal Mine Fatalities 

WasHIncton, D. C., Oct. 3.—During the 
month of August accidents at coal mines in the 
United States resulted in the death of ninety- 
eight men, according to reports received by the 
Federal Bureau of Mines. Of these fatalities, 
ninety-six occurred at bituminous mines and 
two at anthracite operations. 
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Agents and brokers; breach of contract 
between agent and insured to procure in- 
surance from the agent for five years. 

Where the owner of buildings agreed to 
apply for and procure from the plaintiff, as its 
agent, during the period of five years’ fire insur- 
ance policies on its buildings, merchandise and 
equipment, and the agent agreed to furnish the 
insurance at a fixed rate named in the con- 
tract, and it was stipulated that the insurance 
was to be placed with companies and individual 
underwriters then or thereafter authorized to 
do business in this State or in any one of five 
other named States, and the agent was given 
the authority to reduce fire risk by installing 
sprinkler systems in the buildings, automatic 
fire alarms and other improvements and protec- 
tion against fire, the contract is not illegal and 
void on the ground that the parties agreed that 
the insurance might be placed with companies 
and individuals not authorized to do business in 
this State, for the contract may be performed 
by placing the insurance with companies 
authorized to do business here, and, moreover, 
Section 137 of the Insurance Law in some 
circumstance permits the placing of insurance 
with companies not authorized to insure in this 
State. 

Said contract is not violative of public policy 
or of Section 65 of the Insurance Law, for 
said statute does not expressly relate to or 
affect a contract between the insured and its 
agent or broker for services in procuring the 
insurance or for the performance of other 
work or the furnishing of material calculated 
to minimize fire hazards, and is applicable only 
to the insurer and its officers, agents and 
representatives, and not to contracts between 
the insured and its own agént or broker. 

The contract does not violate the provision 
of the said statute prohibiting an insurance 
agent from sharing commissions with the in- 
sured, for it contains no agreement to the effect 
that the insured is to share in any commission 
that the broker may receive from the insurer. 
Tanenbaum, Son & Co., v. Rothenberg & Co., 
201 App. Div., 272; ———— Supp. 








Burglary Insurance 

Residence policy; theft of property belong- 
ing to widow after death of husband; when 
policy does not cover such a theft. 

The defendant issued a policy of burglary 
insurance on April 6, 1919, to one Hyman Gold- 
stock. It thereby’ agreed to indemnify the 
“person, firm, or corporation named in State- 
ment I of the schedule and herein called the 
assured” for the loss of any of the property 
of the assured described in the said schedule, 
which was “occasioned by its felonious abstrac- 
tion from the interior of the house, building, 
apartment or rooms actually occupied by the 
assured, also described in the said schedule and 
hereinafter called the premises.” The person 
named in Statement 1, as the assured, was 


“Hyman Goldstock.” The property described 
in the schedule was, among other things, 
jewelry and moneys located at the residence of 
the assured at 324 Summit avenue, Schenectady, 
N. Y. The policy further provided as follows: 
“The company shall not be liable for any loss 
or damage: (1) unless the property belong (a) 
to the assured, or (b) to any relative of the 
assured permanently residing with the assured.” 
The policy was renewed in April, 1920, for the 
period of one year. Thereafter, on July 2, 
1920, Hyman Goldstock died, leaving a widow, 
Lena Goldstock, who continued to reside at 
324 Summit avenue, Schenectady, N. Y. On 
August 23, 1920, certain jewelry and moneys 
were abstracted from the drawer of a bureau 
placed in a bedroom at 324 Summit avenue, 
then occupied by Lena Goldstock. This action 
was thereafter brought by Lena Goldstock 
individually, as well as in her capacity as the 
executrix of the last will of Hyman Goldstock, 
to recover upon the policy of insurance issued 
to her husband, the value of the articles and 
moneys which had been abstracted. On the 
trial of the action the undisputed proof estab- 
lished that Lena Goldstock was individually the 
owner of such articles and moneys. The court 
said: 

The question in the case, therefore, is whether 
or not the policy covered, or continued to cover, 
her property at a time after the death of her 
busband. We think that the language of the 
policy and the nature of the contract justify 
the conclusion that the defendant intended to 
insure only such articles as were in the posses- 
sion of members of the household of Hyman 
Goldstock while he was alive and occupied the 
house at 324 Summit avenue. Lena Goldstock, 
unler the terms of the policy, was insured 
against loss only during the time when she 
answered the description of a “relation of the 
assured, permanently residing with the assured.” 
We do not think that after the death of her 
husband she continued to be such a relative. 
Moreover, the felonious abstraction insured 
against was abstraction only from a_ building 
“actually occupied by the assured.” There was 
no such abstraction in this case. 

The court held, therefore, that there could 
be no recovery under the policy. Goldstock v. 
Fidelity & Deposit Co., 201 App. Div., 816; 
—_— Supp. ———. 





Automobile Insurance 

Attachment costs; when insurer is not re- 
quired under an automobile liability policy 
to pay the expenses of discharging an at- 
tachment secured against a_ policyholder 
which is a foreign corporation. 

On June 1, 1922, there was published in 
Tue Spectator the decision of the New York 
Supreme Court, Appellate Division, First 
Department, in the case of Green River Dis- 
tilling Co. v. Mass. Bonding & Ins. Co., holding 
that the insurance company was liable for the 
Sheriff’s fees and the premium on a bond paid 
to the surety company to release an attach- 
ment against the holder of an automobile lia- 
This decision has recently been 


31 


bility policy. 


reversed by the Court of Appeals, holding that 
the company was not liable, the Court of 
Appeals saying, among other things: 

The plaintiff, using an automobile in its busi- 
ness, was insured by the defendant against loss 
from liability for damages. A man was run 
over and killed. His administrator sued, and 
obtained a warrant of attachment on the 
ground that the wrongdoer was a foreign cor- 
poration. The defendant in that action, the 
plaintiff in this, bonded the attachment and 
thus procured its discharge. Poundage fees of 
$300 were paid to the sheriff as a condition of 
this relief; a premium of $250 was paid to a 
surety company for the execution of the bond. 
The action was later settled, the defendant 
now sued, contributing an agreed quota to the 
settlement. The question is whether it must 
pay, in addition, the items expended by the 
plaintiff, while the suit for damages was pend- 
ing, to release the attachment lien. For the 
recovery of those items, this action is brought. 

We think the defendant’s liability has been 
extended beyond the terms of its engagement. 
Condition C of the policy provides that if “any 
suit, even if groundless, is brought against the 
assured to enforce a claim for damages” 
covered by the contract, “the assured shall im- 
mediately forward to’ the company every sum- 
mons or other process,” and the company will 
“at its own cost, and subject to the conditions 
contained in condition L hereof, defend or, at 
its option, settle such suit in the name and on 
behalf of the assured.” Condition L fixes the 
limit of liability as $5000, where not more than 
one person is injured, by the policy; but pro- 
vides that “in addition to the limits specified 
above, the company will pay all costs and ex- 
pense incident to the inevstigation, adjustment 
and settlement of claims, and all costs taxed 
against the assured in any legal proceeding 
defended by the company.” 

The defendant was under a duty to defend 
the action for damages in behalf of the assured. 
The defense did not include the duty. to dis- 
charge the warrant of attachment by substitut- 
ing for the security of the levy the security of 
a bond. * * * The cost of such a substitu- 
tion, if desired, must be met by the assured, and 
not by the indemnitor. The argument’ to the 
contrary confuses vacatur and discharge. * * * 
Vacatur proceeds upon the ground that the 
attachment is illegal. Discharge assumes its 
legality, and involves a change of the security. 
Gocds attached must be surrendered by~ the 
sheriff when the attachment is vacated, though 
his charges are unpaid. * * * Payment of 
the fees may be made a condition of surrender 
when the attachment is discharged by the sub- 
stitution of a bond. * * * Poundage and 
premium, if paid, are the consideration for a 
privilege, which one defendant will find it con- 
venient to assert, and another to reject. The 
choice will vary with the circumstances. An 
obligation assumed by an indemnitor to defend 
against liability does not involve an obligation 
to substitute one form of provisional security 
for another while the defense is undetermined. 
As well might it be claimed that a covenant to 
defend against mechanics’ liens would import 
a covenant to bond when foreclosure was con- 
tested. * * * This conclusion becomes the 
clearer when we recall that the amount of the 
undertaking, $1500, was far in excess of the 
$50co0 limit of defendant’s liability. Poundage 
and premium vary with the value of the fund 
and the penalty of the bond. Nor is that all, 
The procurement of a bond will seldom, if ever, 
be possible unless the one who procures sup-~ 
plies indemnity, or the promise of it, to the 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 

















PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 
SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 
9 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 








A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
135 William Street 


Chicago Office 
New York 


Insurance Exchange 

















New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 











32 





met 


met 
and 
of | 
mea 
age! 


ing 
sure 
ther 
the 
that 
obse 


one 
oblig 
cure 
the | 
the | 
exter 
to th 
Warr. 
Wi 
neith 
vestis 
claim 
any 
pany. 
Gre 


Ging 


rsday 


| | 


ity 
iad 


cy. 
Its 


ne. 


ive 
in- 


ten 
sed 


Full 
ash 


lles 
me 








October 5, 1922 


TRE SPECTATOM 


Casualty, Surety, Ete. 














MEETING CONCLUDED 


Last Day of Casualty Agents’ Con- 
vention at Lake Placid 


TOO MANY UNQUALIFIED AGENTS 


Acquisition Cost Question Referred to 
Conference Committee 

Lake Praci, N. Y., September 30.—On 
Wednesday of last week the National Asso- 
ciation of Casualty and Surety Agents con- 
tinued its annual meeting at Lake Placid, N. Y., 
with a discussion of the general question of the 
appointment of numerous relatively new agents 
as general agents. The objection to many of 
such appointments is that the appointees are not 
qualified to give the supervisory service which 
is naturally expected of a general agent. There 
seems to be a prevailing opinion that many of 
such appointments are made in order to enable 
the payment of higher commissions to the ap- 
pointees. It was also believed that the gen- 
eral expense limitation to 1714 per cent on 
workmen’s compensation business is being 
much exceeded by some companies, and that, 
in general, the acquisition cost is higher than 
it should be. The executive committee is giv- 
ing the whole subject consideration. 

Charles L. Underhill, member of Congress 
for Massachusetts, made an address in which 
he deplored the small proportion of business 
men in Congress and advocated that more of 
them should be elected. 

At the suggestion of Mr. Harrington, of 
Atlanta, it was practically decided to send out 
a questionnaire to casualty general agents all 
over the country designed to bring out facts 
in relation to possible excess commission pay- 
ments. 

Criticism was made of the numerous appoint- 
ments of part-time agents by some companies, 
and of the raiding of established agency staffs 
of various companies by other companies, by 
means of appointments of agents as general 
agents. 

Mr. Bellinger, of New York, spoke of vary- 
ing commission rates paid in New York on 
surety business, and mentioned the fact that 
there are a number of companies outside of 
the conference. This brought out a statement 
that some conference companies were not fully 
observing regulations. 

W. A. Van Campen, of Minneapolis, stated 








Decisions 

(Continued from page 31) 
one who is to sign. To hold, then, that the 
obligation was cast on the defendant to pro- 
cure for the assured a bond in discharge of 
the attachment is to wipe out by indirection 
the limitations of the contract. Liability to the 
extent of $5000 and on more becomes liability 
to the extent of the sum designated in the 
warrant, 

We conclude that the items sued for are 
neither “costs and expense incident to the in- 
vestigation, adjustment and settlement” of a 
claim, nor “costs taxed against the assured in 
any legal proecedings defended by the com- 
pany.” 

Green River Distilling Co. v. Mass. Bonding 
GIns. Co., 234 N. Y. 100. 


his belief that some general agency companies 
are paying as high as 35 per cent for com- 
pensation business, and he is of the opinion 
that, if necessary, the State insurance commis- 
sioners should interfere in such cases. 

President Braniff suggested that at future 
meetings more time should be given to business 
sessions, and it was resolved that at next year’s 
meeting the program should include two morn- 
ings and two afternoons for business. 

The acquisition cost question was further 
discussed on Wednesday evening, but was re- 
ferred to the conference committee with power 
to act. It was claimed that a commission of 
1714 per cent for the general agent does not 
sufficiently remunerate him. 

The annual dues were increased from $5 to 
$10 per year. 


EDSON S. LOTT SPEAKS 


Criticizes Socialistic Efforts Before Lake 
Placid Convention 

One of the interesting events at the Lake 
Placid convention was an address by Edson S. 
Lott, president of the United States Casualty 
Company, in which he took occasion to criticise 
the efforts of socialists and those socialistically 
inclined to bring about insurance by the Gov- 
ernment. Mr. Lott held that the present great- 
ness and power of the United States are due 
to the refusal of the Government in the past 
to hold in check the initiative, the enterprise, the 
ambition and the thrift of its individual citi- 
zens. He further said that our Government has 
prospered because the individual citizens have 
prospered, and expressed his thankfulness that 
this is an individualistic country. He further 
said in part: 

This is an individualistic country, thank God. It 
is a country where superior intelligence along any line 
of human endeavor, the knowledge properly to apply 
it, the ambition to make use of it, and sufficient health 
and grit to keep everlastingly at it, always win in- 
dividual fame or fortune—frequently both. This very 
fact is hateful to those socialists and communists 
who would jackplane all our citizens to a common 
level. 

There are many brands and breeds of socialists and 
communists. No one, not even one of themselves, 
seems to understand the superfine distinctions which 
mark the difference between them. But there is a 
common ground for all of them. They all hate, loathe 
and spit upon the “capitalistic system.” Even the 
capitalists among them—and there are some—seem 
to share these feelings and appear to long for the 
day when they shall divide their all with their im- 
provident, thriftless and worthless neighbors, that 
all hands may be in the same boat. What will hap- 
pen when that damn fool rocks the boat cannot be 
foretold. 

The opportunity for personal gain through individ- 
ual effort has developed in this country a citizenship 
which has, in turn, made ours the most free and the 
most powerful country among the nations—a coun- 
try which our socialistic and communistic friends are 
loath to leave, even when invited to do so by our 
Government. Yet of late there has been a tendency 
on the part of our lawmakers to curtail individual 
opportunity by placing our Government in competition 
with its citizens, or by actually taking away alto- 
gether such opportunity, in connection with certain 
enterprises. This is clearly socialistic to the extent 
of removing the reward which belongs to individual 
effort. 

Want GovERNMENT IN BUSINESS 

From some quarters there now come demands that 
the Government engage in fhe railroad business, in 
the coal business, in the banking business, in the grain 
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CASUALTY GROWTH 


President Duncan Reid Before Casu- 
alty and Surety Underwriters 





MUST RECOGNIZE PUBLIC 
OBLIGATIONS 


Officials Need to Give Way to Require- 
ments of Business as a Whole 
Following is the address of Duncan Reid, 
president of the International Association of 
Casualty and Suréty Underwriters, a résumé of 
which was in THE Specrator, September 25. 


The development in the casualty and surety lines 
during the last ten years has been without precedent in 
all of the long history of the business of insurance. 
In 1921 the total premium collections in this field 
amounted to $435,000,000 and the surface hardly has 
been scratched. In fact, it sometimes seems to me 
that the business has grown too fast for its own good 
and for the good of those engaged in it. The trans- 
formation scene which has been going on with such 
confusing rapidity before our eyes perhaps has not 
been grasped and appreciated in its full significance 
and we hardly know what some of these changes mean. 
In keeping up with the fast-moving procession | of 
events, there has been no time to analyze fundamentals 
in the social and economic field or to indulge in the 
arts of contemplation and introspection. All of this 
has not been, however, entirely our fault. The sudden 
demands made on the casualty and surety companies 
for a wide and unprecedented extension of the scope 
of their activities and service—demands created by the 
advent of new instrumentalities of trade and of com- 
merce by the growth of new customs and practices, 
and by such laws as the workmen’s compensation acts 
entirely changing the long-established liability indem- 
nity systems—have made it almost impossible for us 
to give thought to other things. Of necessity, we have 
been compelled to devote all of our time to the business 
of growing without stopping to find out the causes for 
our growth. And in this connection I think I can 
frankly say that to some extent this devefopment has 
been in spite of rather than with the aid of the com- 
panies. 

The time has come, however, when it becomes im- 
perative that thére be a change in this situation. ~The 
tine has come when we must recognize our obligations 
to the public, survey the causes which have led to the 
development of which we have been the axis, and find 
time to so amplify the benefits, security and service 
which we have to offer that we will be considered an 
indispensable part of the social and economtic systems 
of the modern world. The legitimate stock company 
insurance interests of America must understand that 
the next ten years—yes, perhaps the next five years— 
will tell the story of their future—will tell the story 
of whether they are to survive the pressure exerted 
against them, and whether they are to maintain the 
position of leadership they now enjoy and which they 
have richly earned. 

In our own ranks we are confronted with many 











elevator business, in the loan business, in the build- 
ing business, in the insurance business, and in other 
businesses—even in the newspaper business (but always 
some other fellow’s business). 

The kind of insurance which some States carry om 
and have (by legislative edict) a monopoly of its 
workmen’s compensation insurance; and right now a 
bill is pending in the Congress at Washington, which, 
if made law, will force the District of Columbia into 
the business of workmen’s compensation insurance and 
force all private workmen’s compensation insurance 
companies out of the District of Columbia. 

Such laws get on our statute books because the plea 
is made that the State can carry on the business at 
less cost and can give better service than private com- 
panies—that is, that there is a halo surrounding am 
individual working for the Government which causes 
him to do better work for less money than he does 
when he is working for a private corporation. 
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SALESMEN WANTED! 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. Liberal Commissions. Both 
Standard and Sub-Standard Risks. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 














STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $2 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 











PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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1. S. D. SAULS SPEAKS 





Recommends Passing Up of Semi- 
Annual Meeting 





TO CONCENTRATE ON ANNUAL 
GATHERING 
Conference Has Passed Through Trying 
Times, He Says 

In his presidential address, I. S. D. Sauls, 
president of the Southern Industrial Insurers 
Conference, speaking before the annual meeting 
of that body, said: 

We have just come through trying times, 
in fact we are not yet quite out of the woods. 
I might not be far out of my way to say our 
conference has been lucky to be able to survive 
the ordeal through which it has passed. Surely 
itis something to say and be proud of that dur- 
ing the past two years we have been able to 
hold both our annual and our midyear or spring 
meetings, and with a good average attendance 
on each occasion. It speaks the faith we have 
in our organization. It makes our calling and 
election sure for the future if we are all faith- 
ful to our best interests. But, we have not ac- 
complished this good record without an effort. 
It has not been easy for some of our members 
to attend these meetings. For a few it has not 
even been possible. And now I am going to 
make a suggestion. It is that we skip the 
next midyear or spring meeting, and that all 
hands go to work getting ready for the biggest 
annual meeting next fall in the history of our 


conference. We need the respite the omission 








serious problems, difficulties and many differences of 
opinion. We must contend against the spirit of selfish- 
ness—a very human spirit, and present to some ex- 
tent in every individual and in every enterprise—and 
if we are victors in the competitive struggle and can 
stand firm against political pressure it will be chiefly 
because we are able to put aside these things and to 
display a degree of intelligence which is of a higher 
order than has been shown by insurance executives as 
a whole during the last few years. We must sub- 
ordinate all selfish desires in many cases for the good 
of the business as a whole, for the time has passed 
when any individual or any company or any group of 
individuals or any group of companies can assume or 
arrogate to themselves a superior order of intelligence 
or ability as compared with the business considered as 
an entity. 

From the standpoint of the public, casualty and 
surety companies have, because of legislation and other 
similar causes, been changed from the dominion in- 
habited by strictly private enterprise to that wide 
field occupied by the so-called quasi public or public 
utility corporations. We must face this condition 
boldly and without fear. We must recognize that 
Wwe are the trustees of vast funds, with which the 
People have intrusted us and that we must handle 
these funds in accordance with the strict terms of that 
trust. Our business has been misunderstood and mis- 
Tepresented. We can blame ourselves for part of this 
condition ; but if we are to succeed in the great task 
Which we have undertaken of providing safe, sound 
and eficient insurance protection, we must set about 
deliberately to eliminate the hostility which we have 
aroused in some quarters, to educate the public so that 
in the future misrepresentations as to our business 
will not be tolerated, and to work, fight and strive to- 
gether not only for our own good but for the good of 
America and her institutions and her people. And, in 
conclusion, let us always bear in mind that “he who 
setves best, profits most.” 


of one mid-year meeting will give us, and I be- 
lieve we will all be that much more anxious 
for the next annual meeting. Then, if times 
improve, as we confidently believe they will, 
we can in future years go on with our meetings 
twice a year as in the past. I ask your approval 
of my suggestion at this time. 


LoyALty To Our ASSOCIATION 


Loyalty, when properly directed and applied, 
is one of the most beautiful things in the world. 
Without loyalty there would be a broken link 
in the chain that binds man to God. It is the 
next thing to love itself. More than any one 
other thing, loyalty has held this conference 
together the past thirteen years. The confer- 
ence has not been absolutely necessary, but it 
has made the conditions surrounding the con- 
duct of our business a hundred times better. 
We are not loyal to anything that is not good 
to us. This conference has been our bene- 
factor. Through it we have learned to think 
a great deal more of each other than we did 
before it was organized. Why should we not 
be loyal to our benefactor? We would be less 
than human had we failed to do so. 


HEALTH INSURANCE 
Compulsory Protection Clearly Paternalism, 
Says W. A. Granville 

William Anthony Granville, Ph.D., LL.D., 
president of Gettysburg College, president of 
The Insurance Economics Society of America, 
and treasurer of The National Relief Assur- 
ance Company of Philadelphia, speaking before 
the Health and Accident Underwriters Confer- 
ence at Washington, discussed the subject of 
health conservation and sanitation. Mr. Gran- 
ville said that the greatest good that has come 
from the World War is the greatest health con- 
servation movement in the history of the world. 
Regarding compulsory health insurance, Mr. 
Granville said: 

Compulsory health insurance certainly assumes that 
the State can best determine what is for the highest 
good of the ailing worker both physically and finan- 
cially. Hence compulsory health insurance is clearly 
paternalism—and paternalism of an extreme type. But 
where there is paternalism there is also autocracy. 
You cannot have the one without the other. Paternal- 
ism and autocracy are Siamese twins. ‘They are born 
together and they live together in the closest and most 
intimate relation. When one dies the other dies, be- 
cause they are connected with a vital life cord which, 
when severed, kills both. 

Compulsory health insurance is merely “saving at 
the spigot and wasting at the bung.” It is a futile, 
although costly, measure which merely temporizes 
while millions are being infected with dread diseases 
and doomed to endure all that this means in untold 
suffering, misery and unnecessary fatalities. Our first 
and most important duty, therefore, is to conduct a 
campaign of education among the people of our coun- 
try to make more generally known the wonderful re- 
sults that have so far been achieved by preventive 
medicine and sanitation. When this is fully under- 
stood, the proposed paternalistic and autocratic schemes 
for compulsory health insurance will be automatically 
thrown into the discard. 


Trenton, N. J., Oct. 3.—Colonel Mahlon R. Mar- 
gerum, secretary of the Trenton Inter-State Fair Asso- 
ciation, is taking no chances with the weather for next 
week, the period in which the 1922 exhibition will be 
held here. The colonel, in order to be on the safe side, 
has taken out an insurance policy for $35,000 with the 
local agent of an insurance company. 
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FAVORS COMPANIES 


Cincinnati Commerce Chamber for 
Competitive Insurance 


STATE FUND SYSTEM RAPPED 


Amendment Proposed Would Disallow 
Personal Injury Suits 

Cotumgus, Onto, Oct. 3.—The Cincinnati 
Chamber of Commerce has adopted resolutions 
favoring wel!l-regulated competitive workmen’s © 
compensation insurance. This is regarded as a 
direct attack upon the present monopolistic 
State fund system, under which the Ohio 
workmen’s compensation law is operated, and a 
victory for insurance companies. 

The recommendation was one of six amend- 
ments to the Ohio compensation laws. It was 
said many members were opposed to any 
change in the operation of the fund. The 
recommendation reads: “That in order to 
secure practical betterments in the operation of 
the Ohio workmen’s compensation law, a well- 
regulated plan of competitive compensation in- 
surance be adopted.” 

Other recommendations are that the law be 
amended to prohibit personal injury suits aris- 
ing out of injury in the course of employment; 
that the Industrial Commission be vested with 
full power, authority and jurisdiction over all 
activities of the compensation act; that the ex- 
pense incident to the operation of the fund be 
borne by premiums collected, with the excep- 
tion of the salaries of the commissioners; that 
weekly benefits for employees having three or 
more dependents be increased not to exceed a 
maximum of $18 per week; that the employer 
be accorded the right of appeal from the deci- 
sion of the Industrial Commission if the em- 
ployer is to continue to maintain it. 

It is proposed to enlist theesupport of the 
Ohio chambers of commerce and other or- 
ganizations, so that the recommendations may 
be incorporated in the general code by the next 
legislature. —-—__--— 


Compensation Case Hingeing on Operation 

Satt Lake City, Utan, October 3.—A case 
of considerable importance is to come before 
the Supreme Court at an early date and. has 
to do with the question of whether or not an 
injured person coming within the scope of the 
Workmen’s Compensation Act can be com- 
pelled to undergo an operation if such is deemed 
necessary by the medical officers of the insur- 
ance carrier. The Industrial Commission 
awarded the man compensation on condition 
that he submit to the operation in question, and 
it is declared in his behalf that the Commission 
was exceeding its authority when it revoked 
the award on his failure to submit to the pre- 
scribed treatment. 


Book Ruling Postponed by Commissioner 
Whitman ; 

Maptson, Wis., October 2—Adjournment 

until October 17 at I1 a. m. was granted Com- 

missioner of Insurance Platt Whitman at the 

rehearing on the book of rules for fire in- 
surance companies operating in the State. 
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In our preceding advertisement in 
this paper we published the copy of a 
typical letter received from a lead- 
ing General Agent of another Com- 
pany regarding our New Plan of 
handling surplus business, standard 
and substandard, from Agents of 
other Companies. 

The letter opposite expresses the 
viewpoint of the man in the field 
who struggles day after day to get 
the business—the expressions re- 
ceived from the Fieldmen more 
forcibly impress the justice and fair- 
ness of our plan than any arguments 
we might advance. 

Under our New Plan we extend 
to the Insurance Agent because he is 
rightly entitled to this recognition— 
liberal first-year commissions, guar- 
anteed non-forfeitable renewals, and 
the same privileges our own Agents 
receive, such as the privilege to 
qualify for Club Convention trips, 
particularly the Pacific Coast trip 
next July. We have extended and 
liberalized our substandard coverage 
and are offering protection on some 
form and at some rate to practically 
every applicant of sound moral 
character. 








and. 
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“GENTLEMEN :— 

“I have just read an article in the August 31 edition 
of the National Underwriter Life Edition which fully 
defines your official position and attitude of broader | 
service. | 

“You have certainly justified the practice of your | 
Company in having made public the fact that you are | 
open for all such desirable business as the representa- 
tives of other kindred companies and brokers have to 
offer the Missouri State Life. 

“While yet only thirty-eight years here on earth and 
fifteen years of that period spent in the Life Insurance 
business—it does my soul good to have lived long 
enough to know beyond doubt that the next year or 
two will force the self-styled ‘Simon Pures’ to pay the | 
man who sweats the blood to produce the business both 
first year’s and subsequent years’ commissions as you 
have pointed out on a non-forfeitable basis. 

“T sincerely admire your position that the Life Com- | 
pany which skims the cream of physical fitness and 
brags of their low mortality renders a contemptibie | 
service which is a product of miserly souls and the field | 
men of this great business have come to so regard it. 

“Tn all of this you have my admiration in a very big | 
way because you are blazing trails of service to hun- 
dreds of thousands of insurers and insurants—all of | 
which will become acceptable to and practiced by all | 
reputable Life Companies in the near future years—just | 
like the much hooted disability and double indemnity 
benefits which are now issued and eulogized by all Life 
Companies today.” 





—From a large personal producer of another 
Company to an Officer of this Company. 


Missouri State Life 


Insurance Company 


M. E. Singleton, President 


Home Office—St. Louis: | 


LIFE ACCIDENT HEALTH GROUP 
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SOME IMPORTANT 
LIFE PUBLICATIONS 


OF 
THE SPECTATOR COMPANY 


THE INSURANCE YEAR 
BOOK 


Life, Casualty and Misce]- 
laneous Volume, $15 


A B C of Life Insurance $2.00 
Actuarial Theory - - - 10,00 
American - Canadian Mor- 

tality Investigation - - 20.00 
Art of Canvassing, The - 2.00 
Art of Insurance Sales- 


manship, The - - - - 2.00 
Art of Selling, The - - 1,50 
Business Insurance - - 1,50 


Compendium of Official 
Life Insurance Reports 5.00 


Cost of Insurance - - - 10,00 
Efficiency - - - - = = 1.5 
Graphic Selling Charts 


for Life Agents (In 
Press - - - - = + 10.00 
Handy Guide to 7 
Rates, Applications and 
Policies - - - - - = 4.00 
How to Sell Insurance - 2.00 
Illinois Standard Tables 


(3 vols.) - - - = - 60.00 
Income Insurance - - -_ .50 
Insurance Science and 

Economics - - 3.00 
Institute of ‘Actensios Text 

Book (2 vols.) - - - 15.00 
Life Agents Brief - - - 2.00 


Life Assurance Primer - 3.00 
Life Insurance Catechism _ .50 
Life Insurance and How 

to Write It- - - - 2.50 
Life Insurance Policy. 

holders Pocket Index -  .75 
Life Insurance Salesman- 

ship - - - 150 
Memnay ames Pulte = 3 
Multiplying Your Income 1.50 
Notes on Life Insurance 4.00 
Objections and Answers 1.50 


Plain Reasons - - - 1.50 

Plain Hints to Life Sins 
ance Solicitors - 50 

Pocket Register of Life 
Associations - - 5 


Practical Lessons in pon 
arial Science (Two vol- 
umes), $6 each; ordered 
together - - - - - - 10.00 

Practical Pointers - - - 2.00 

Principles and Practice of 
Life Insurance 

Prosperous Agent, The - 1.50 

Psychology of a Sale - - 1.25 

System and Accounting 
for a Life Insurance Co. 25.00 

Talks with Life Insurance 
Agents” - 1.50 

One Tiel oul Gee 
Hints to Agents of In- 


dustrial Cos. - - - 1.00 
What Life Insurance ‘ 
and What It Does - - 1.50 


Why and How Business 
Insurance saananie ” : 
Users - - - 25 
Sole Agents for all ‘Works 

handled by 
CHARLES & Epwin LayTON, 
London, England. 


Send 10 cents for complete 
Catalogue of Insurance W orks 


THE SPECTATOR C OMPANY 
CHICAGO New York 
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Three Per Cent in the Red--A Sketch 


By A. E. Forrest 
Vice-President, North American Accident Insurance Company 


We single liners who depend on the profits 
in health and accident underwriting for the up- 
building of the great, permanent, insurance 
corporation of our dreams are an optimistic 
lot. 

We all study the results of the business as 
a whole, compare ratios with our own and find 
that but for this or that unforeseen circum- 
stance we would be making money. 

How many of us take advantage of our 
knowledge that some particular policy is mak- 
ing a net loss? Do we about face and raise 
the rate or withdraw the contract? 

Recently on visiting the office of a con- 
temporary, I nearly said competitor, though the 
word is obsolete, I was shown a machine which 
distributed red, white and yellow cards in 
human way, added columns of figures and 
demonstrated through a curving line that there 
was a net loss each year for three years on the 
business tabulated. Did this mean withdrawal 
of that policy or change in premium? No 
indeed, the explanation was that the policy was 
a seller, a business builder, and competition 
prevented any change. This was a multiple 
line company not dependent on one branch of 
business for existence. It seems that the 
multiple line underwriters have a way of mak- 
ing the loss in one line offset the losses in all 
the other lines and add to surplus through bank- 
ing profit—this method failing, they resort to 
0. P. M. through sale of more stock at a pre- 
mium and optimistically go on. 

It is a self-evident fact that an increase in 
premium income involves a corresponding in- 
crease in liability for unearned premium and 
if you will glance back at the line of insurance 
gravestones you will find most of them 
marked “Sacred to the memory of a manage- 
ment gluttonous for volume, who forgot until 
too late all about the little joker, called—re- 
serve,” 

We all are prone to push for new blood 
and with final results particularly in mind, 
apparently with too little certainty of profit. 

The insurance journals are filled with sales 
Propaganda. Good. It has certainly helped 
in the building of business. Every efficient 
salesman who writes for publication, his pet 
theory of stance, approach, contact, argument 
and holing out, is an educator and_ booster. 
The results are apparent in a three million in- 
crease in premiums among stock companies only 
M 192t over the previous year and 192I was 
a year of unemployment and a moneyless year 
for the hardest worked man on earth and a 
good patron of insurance—the farmer. 

The producer certainly made good, but what 
of the conserver who carried into the books 
ol his company 3 per cent net loss on under- 
Writing? Apparently the doctors in charge of 
home office affairs failed to appreciate that 
good health is as much a matter of digestion as 
Ingestion. If the business of health and acci- 
dent underwriting, over, say, a ten-year period 


—_——. 


Address before Health and Accident Underwriters. 


showed a reasonable profit on a hazardous un- 
dertaking, which characterization of the busi- 
ness we must admit is not extravagant when 
we think back to the first onslaught of in- 
fluenza; or, if it demonstrated any indication of 
improvement we might properly disregard the 
results of one year. 

However, the rise in claim ratio seems to be 
constant and we must naturally expect the 
new factors effecting it taken into account, that 
it will increase with each year in the future 
until a much higher proportion of the premium 
than is now returned is reached. Reason it out. 

We can look into a dozen corners and find 
that in the constant liberalization of contracts 
we have been robbing the future for present 
volume. The abandonment of the life disabil- 
ity health feature by one of our largest writers 
of health and accident insurance, after twice 
raising the premium rate on an immense volume 
of that class first written in 1913, furnishes us 
with an example of ultimate good business 
judgment and emphasizes the fact that this class 
of coverage cannot be carried with a profit at 
a premium rate that the public will pay. 

Abandonment entirely of the writing of new 
health and accident business by a large life in- 
surance company after a vigorous season 
marked by an appeal to fear of Standard Pro- 
vision Article 16 is well worthy of note. This 
move, after acquisition at considerable cost 
to the company, of a large volume of non-can- 
cellable indemnity for life risks is significant. 
Was the pull of the iife policyholder so strong 
as to force payment of excessive claims? Were 
the interests of participating life policyholders, 
not eligible as accident and health risks, 
weighed against the new venture? At any 
rate, the company managers had the courage 
of their convictions, and the disability business 
will have in the record of the liquidation of 
this non-cancellable business a valuable baro- 
meter. 

At one time there was a fair trading profit 
in the considerable volume, something like 
thirty millions of premium written on the 
monthly-payment plan. A 20 per cent tax on 
the first-monthly premium on the business that 
persisted only about seven months was a body 
blow to the system. Abnormally high wages 
made the small indemnities provided in indus- 
trial policies look insignificant and most com- 
panies urged annual payment of premium. 
Some of our difficulties are to-day attributable 
to the fact that with lowered wages many risks 
find an annual premium too large an amount 
to take out of any single month’s earnings. 

Now that the tax is abolished, it would seem 
that this line holds better promise of a meas- 
urable, therefore safe underwriting proposition 
than does the large enterprise, which on ac- 
count of the larger death indemnities covered, 
embraces to a considerable extent an element 
of gambling. 

The 20 per cent tax was beneficial in this 
respect. It forced the monthly-pay companies 
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away from the vicious habit of giving away a 
month’s initial premium and it is to be hoped 
that with a possible revival of the monthly 
pay system, no company manager will be so 
shortsighted as to resume the old habit. 

There is in this system a possibility of giv- 
ing service to a class. of citizens needing it, 
service of value greatly outweighing the small 
but certain profit that comes through good 
company management. It is the big premium 
business that puts us in the red. 

As between 1920 and 1921 we find that on 
seventy-five millions of premiums written by 
stock companies, there was a difference of 2% 
per cent in the expense ratios in favor of 1920. 
To put one’s finger on this item making up 
what would be deemed a fair net profit in the 
disability line as conducted to-day is difficult. 
Doubtless an effort to keep pace in a lean year 
with the preceding year brought its necessary 
addition to field service, which, with high rail- 
road fares and unconscionable hotel charges, 
makes real supervision extremely expensive. 
Taxes are classed as expense of management. 
A considerable proportion of the 2%4 per cent 
rise in company expense will be found in the 
tax account. 


H. B. BRADBURY IN PARTNERSHIP 
Becomes Associated With J. E. O’Brien 
Under Firm Name, O’Brien & Bradbury 
Announcement was made early this week of 
the formation of a new partnership compris- 
ing of Harry B. Bradbury, prominent insur- 
ance lawyer, and John E. O’Brien. The new 
firm will be located at 36 West 44th street, 
New York city. H. B. Bradbury is a regu- 
lar contributor to the columns of THE 
SpecTAToR and his digest of important insur- 
ance decisions will be found on another page. 


Supreme Court Decisions Expected 

Jackson, Miss., Oct 3.—It is stated around 
the new Capitol that the six Supreme Court 
judges are busily engaged in reading the briefs 
in the case of State Revenue Agent Stokes V. 
Robertson vs. the sixty-five fire insurance com- 
panies in which Chancellor Striker found a 
decree against the fire ccmpanies and penalized 
them over eight million dollars. This would 
seem to indicate an early opinion in this case. 
As the case in which Judge Wiley H. Potter 
held that Governor Russell had the right to 
remove Commissioner T. M. Henry for alleged 
embezzlement is a State case also on appeal to 
the Supreme Court, a decision by the Supreme 
Court in that case seems to be regarded as a 
matter of only a few weeks. 


New Ohio Compensation Board Member 

Maptson, Wis., Oct. 4.—Thomas W. Brough- 
ton of Madison was on Saturday reappointed 
as a member of the compensation insurance 
board for a term of five years. -His term of 
office will expire August 9, 1927. 

—Employees of the New York, New Haven & Hart- 
ford Railroad have been insured under a group policy 
issued by the Travelers Insurance Company of New 
York. 
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Prosperity Awaits You Here! 








THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 





——= 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


and influential business men in Kansas City 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, President DANIEL BOONE, Jr., Secretary 














GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 

‘Two good personal producers may combine 

to get contract. 

If you cannot produce personally do not 

apply. 


Address West Virginia, care of THe SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 

















WINNIPEG 


SUCCESS IN LIFE INSURANCE 


et to the Agent armed with perseverance and equipped with low rate, profit bearing, protective 
policies. ; 
The Great-West Life is the most successful Insurance Company in Canada simply because its effi- 
cient and economical management, high interest earnings and low death rate enable it to offer sound 
and attractive policies wherewith to equip its Agents. 


We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office 


CANADA 





Clarence J. Daly, President 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 





DENVER, COLORADO 





1857 1922 


The Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 

















AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract wil be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











YELLOWSTONE 


National Park is the greatest collection of astounding, 
odd, beautiful, grand, unique natural wonders in the 
world. In August, 1923, the $100,000 Club and the 
$200,000 Club of the Farmers National Life Ins. Co. 
with their wives or sweethecrts or both, will assemble 
in Chicago and proceed on a sixteen days trip to 
Denver, Colorado Springs, Manitou, Garden of the 
Gods, Pike’s Peak, Royal Gorge, Marshall Pass, 
Canyon of the Gunniscn, Salt Lake City (on a 
Sunday), Saltair, Yellowstone Park (six days), Twin 
Cities and the Mississippi River Scenic Route. 
If you’re interested write to 


Farmers National Life Insurance Co. 
F. N. L. Building— 3401 Michigan Ave. 
Chicago, Illinois 








NEW and up to date policy 
contracts. REAL SERVICE 
to Policyholdersand Agents. 

) Sh NOTSO BIG to lose sight of 
individual Agents, and big 

nsura C — to serve its armed 
an an olicyholders satisfac- 

nce omp VA torily. SOME GOOD terri- 

tory in IOWA and SOUTH 
DAKOTA open for Agents. 




















DES MOINES, IOWA JAS. H. JAMISON, Pres't 
SOE LSE TITTLE AE NT RON 
C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 
Address 
ERNEST C. MILAIR, 
Vice-President and Secretary 
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Casualty, Surety, Etc. 








START NEW COMPANY 


Washington Bankers Organizing 
American Standard Insurance 
Company 








TO WRITE ACCIDENT AND HEALTH 


A. S. Gardiner to be President of New 
Company 

WasuincTon, D. C., October 3.—A number 
of prominent Washington bankers and business 
men have organized the American Standard In- 
surance Company of the United States under 
the laws of the State of Delaware, and will 
open headquarters in Washington. The com- 
pany will write accident and health policies, but 
will confine its business exclusively to members 
of fraternal orders. 

A. S. Gardiner, president of the Standard Na- 
tional Bank of Washington, will be president 
of the American Standard, while J. Rozier 
Biggs, also a banker, will be first vice-president 
and medical director; H. B. Leary, second vice- 
president; Harry M. Carroll, third vice-presi- 
dent: John F. Reilly, secretary, and William 
Neuland, treasurer. 

The board of directors, in addition to the 
officers, will consist of John N. Auth, A. E. 
Beitzell, J. Leo Kolb, Harry S. Lewis, Wil- 
liam S. Phillips, M. Frank Ruppert, Ernest G. 
Walker and Dr. Charles Stanley White. 


WHAT BUSINESS EXPECTS 


Agents Looked Upon Today As Insurance 
Advisors, Says Andrew H. Phelps 
Andrew H. Phelps, manager of the field 
department of the Chamber of Commerce of 
the United States, speaking before the meet- 
ing of Accident and Health Underwriters at 
Washington, said in part: 


An agent has a two-fold obligation to perform. 
From the company’s standpoint, his primary reason 
for being is to get business and keep it on the books. 
His value depends upon his ability to do this. He 
cannot succeed, though, unless he satisfactorily per- 
forms a second function, namely, to represent the 
policyholders’ interests. As the title indicates, this 
address will be devoted to the latter phase of the 
agents’ activities. 

The business man to-day, who deals with agents, 
looks upon them in the capacity of 
users, He expects them to use the various technical 
Tesources and services available. He relies upon them 
to advise as to the right type of contracts and to see 
that his property has the proper kind of protection. 
The agent to the business man is, therefore, more of 
a general practitioner, a family doctor, than a specialist. 
The business man does not expect the agent to be an 
expert engineer, but he does expect him to know in- 
surance, He rightfully expects the agent to study 
his needs and carefully adjust the types of coverage 
to them. He looks to the agent to keep him from 
underinsuring as well as overinsuring. 

In carrying on his work, the business man expects 
me agent to represent only sound companies. In view 
of the fact the agent is practically the insurance 
company in the eyes of the policyholder, it is impor- 
tant that he represent only those companies which are 
stable. Some time ago, I heard a story about an agent 
who lived in the southern part of Ohio. For years 
he sold insurance in his town and built a good busi- 
Ness. It happened the company with which he placed 
his contracts went to the wall. This man felt his 
Tesponsibility so keenly he took the accumulated sav- 
ings of years and repaid, as far as he could, the pre- 
mums lost by ‘those who had placed their faith in 


hi ; “ 
im. The story, as told fo me, had a tragic ending 


insurance ad- 





Cuar_tes H. Hoittanp 
President, Royal Indemnity Company 


because the strain of worry affected his mind. While 
this agent sold a different type of coverage than the 
members of this association sell, still his experience 
is indicative of the responsibility which every agent 
should feel toward policyholders. 

Many business men are thinking of the cost of 
fire insurance. Only within the last few days, I 
received a letter from one of our trade organizations 
in which the chairman of the fire insurance committee 
wrote, “I have done quite a good deal of work in 
connection with insurance risks and found it rather 
disconcerting to learn that practically fifty cents of 
every dollar paid for insurance premiums went for the 
expenses of carrying on the business before anything 
could be paid for fire losses.”» Now, there are sev- 
eral national problems, for example, existing methods 
of rating and taxes, confronting insurance, which 
have a very distinct bearing upon the matter of cost. 
You are in a position to serve your clientele by going 
into this matter of costs thoroughly, to see what you 
can contribute toward the reduction of them. 

One of the most important things your association 
can do is to make, at regular intervals, a really in- 
tensive survey of just what the business man’s experi- 
ence with agents has been. This done, you have a 
mirror in which to look. You have the machinery 
to do this in your National Association of Insurance 
Agents. Any defects discovered may then be reme- 
died. If it is necessary to cut and prune here and 
there in order to permit of healthy expansion, you 
will have the courage to do it. No organization or 
business can develop without having its difficulties, 
but few organizations or businesses progress unless 
they recognize them and undertake proper constructive 
measures. This may lead to an improved service but, 
in any event, it certainly will enable you to know 
at all times what your business men policyholders are 
thinking of you. 


SUCCEEDS E. M. TREAT 
John F. Green Made President of Ameri- 
can Credit Indemnity Co. 

Cuicaco, Itu., Oct. 4—The board of direc- 
tors of the American Credit Indemnity Com- 
pany, St. Louis, have announced the election of 
John F. Green as president, succeeding E. M. 
Treat, who resigned last week to become vice- 
president of the National Surety Company, in 
charge of the new credit insurance department 
of that company. Mr. Green has been a mem- 
ber of the board of directors of the American 
Credit Indemnity Company for a number of 
years, and is a well-known St. Louis lawyer 
and a member of the law firm of Judson, Green 
& Henry in that city. The directors announce 
that no further change is contemplated in the 
official staff of the company. 
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C. H. HOLLAND RESIGNS 


Leaves Royal Indemnity to Start New 
Company 


WAS WELL KNOWN MANAGER 


Loss Greatly Regretted, Says General 
Attorney Walter Carter 


The resignation early this week of President 
Charles H. Holland from the helm of the Royal 
Indemnity Company and the Eagle Indemnity 
Company to head a new casualty and surety 
company in process of organization came as a 
big surprise to the Street, which had no ink- 
ling of the change. Mr. Holland’s new com- 
pany will commence business with a capital of 
$1,000,000 and a surplus of $2,000,000. No an- 
nouncement of the plans of the company is 
forthcoming at this time. Mr. Holland’s 
resigrfation has been accepted. The following 
statement, which shows in what high esteem 
Mr. Holland has been held by his associates, 
was issued on Monday by Walter Carter, gen- 
eral attorney in the United States: 


The Royal Insurance Company announces 
that Charles H. Holland has resigned his posi- 
tions as president of the Royal Indemnity and 
the Eagle Indemnity insurance companies. The 
event was quite unexpected by his colleagues 
in the service of the Royal group of companies, 
by whom he was held in well-deserved esteem. 
His resignation has been accepted with deep re- 
gret by the general manager in a cabled message 
from the head office of the Royal in Liverpool. 

Mr. Holland’s embarkation on his new ven- 
ture is made under circumstances which insure 
the maintenance of that cordial good will and 
mutual esteem between himself and his old 
colleagues which have grown out of a long and 
happy association. It is anticipated that an an- 
nouncement of the executive changes which are 
necessary in the two companies concerned will 
be made in a few days. 


ACTUARIAL PROGRAM 


Fall Meeting to Be Held at Hartford 
October 19 and 20 


The program of the Actuarial Society of 
America, which will hold its fall meeting at 
Hartford, October 19 and 20, has been an- 
nounced as follows: 


WeEDNEspDAY, OcToBER 18 
Evening—Informal meeting of members and guests 
at the Hotel Bond. 


Tuurspay, OcToser 19 

Morning—Meeting in the assembly hall of The 
Travelers Insurance Company, first floor, 700 Main 
street. 

Luncheon for the members at The Hartford Club. 

Afternoon—Meeting in the assembly hall of The 
Travelers Insurance Company. 

Evening—Banquet at The Hartford Club, including 
special entertainment, followed by dancing. 


Fripay, Octoser 20 

Morning—Meeting of the Society at the assembly 
hall of the Phoenix Mutual Life Insurance Company, 
Elm street. 

Luncheon—Following the meeting, members and 
guests will leave the Phoenix Mutual Life Insurance 
Company for a short drive through Hartford to the 
Hartford Golf Club, where the Society will be the 
luncheon guests of the Hartford insurance companies. 

Afternoon—Following luncheon, the program con- 
sists of golf and tennis events. Suitable prizes will be 
presented to winners. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


PEER 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical 
Semi-Tropical Gaaleses er 





Cable Address: Gertract, New York 




















Prominent Agents and Brokers 








British- 


Insuranee Underwriters 


LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
Amer. As- writers of America 
Stuyvesant 


BROKERS’ LINES SOLICITED 


surance Automobile Insurance 
Fidelity-Phenix 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume-Mansur Bldg. 
Hubbell Building 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 

















J. L. MITCHELL 


le prepared to successfully negotiate and finance the re- 

Insurance or consolidation of either Legal Reserve, Mutual 

Assesement or Fraternal Life Companies, Associations or 

Orders. 

Temporary money advanced on strictly private 
arrangements 


All communeations held and confidential. 
Ao cnn a ee Lerdad Temple, Chicago, TI 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 























Actuarial 


JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bidg.. OKLAHOMA CITY, OKLA, 























FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU sSTREET ® NEW YORK 
elephone, Rector 8482 





T. ©. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntants 
THE BOURSE PHILADELPHIA 




















A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Blidg., WACO, TEXAS 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. 


NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bidg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 





Marcus Gunn, Consulting Actuary 


— 

















Insurance Examiners and Adjusters 








—— 














| DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 


90 William Street New York City 
Thos. Galbo, Genl. Mgr. 
RELIABLE — INVESTIGATIONS AND ADJUST: 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—Weshow 
results. Send for booklet of references. Liability, Com 
nsation, Auto, Fire and Theft, Collision, 
mage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 
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Miscellaneous Insurance 





Insurance Attorney 











Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


ienced Investigators and Adjusters—Lia- 
Se iropety Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
reasonable. Results most satisfactory. 


Phone: ASHLAND 7358 
153 Fifth Ave., New York City 











Health and Accident Meeting 
(Continued from page 4) 
The Insurance Federation is the nearest ap- 
proach to success as yet for getting all classes 
of insurance men together. 

Among those present at the sessions of the 
Health and Accident Underwriters Conference 
were: 

H. H. Shomo and S. 
Company, Reading, Pa. 

Dr. W. J. Means and Judge Lovett, American In- 
surance Union. 

W. R. Sanders, American Liability Company, Cin- 
cinnati. 

J. H. Higgins, Ametican Travelers Association, In- 
dianapolis, 

E. C. Budlong, Bankers Accident Insurance Com- 
pany, Des Moines. 

W. T. Grant, Business Mens Assurance Company, 
Kansas City, Mo. 

W. W. Dark, Business Mens Indemnity Association, 
Indianapolis. 

H. G. Roger and C. O. Pauley, Central Business 
Mens Association, Chicago. 

C. McDowell and W. W. Morse, Eastern Casualty 
Company, Boston. 

C. S. Drake, Empire Life and Accident Insurance 
Company, Indianapolis. 


E. Goss, American Casualty 


J. J. Helby, Federal Casualty Company, Milwaukee. 
W. E. Brumstin, Federal Life Insurance Company, 
Chicago. 

G. E, Harsh, Federal Savings and Insurance Com- 
pany, Indianapolis. 

E. C. Bowlby, Fidelity Health and Accident Com- 
pany, Benton Harbor, Mich. 

H. C. Reed, Fraternities Health and Accident Com- 
pany, Richmond, Me. 

W. H. Howland, General Accident, Fire and Life 
Assurance Corporation, Philadelphia. 


M. Leone Ufland, General Casualty and Surety Com- 
pany, Detroit. 

W. F. Untiet, Great American Mutual Indemnity 
Company, Mansfield, Ohio. 


H. B. Hawley, W. G. Tallman and V. E. Nult, 
Great Western Accident Insurance Company, Des 
Moines. 


C. H. Brackett, V. M. Ray and C. S. Green, Hoosier 
Casualty Company, Indianapolis. 

J. W. Scherr, W. G. Alpaugh and H. P. Maloney, 
Inter-Ocean Casualty Company, Cincinnati. 

Charles P. Waldron, Interstate Business Mens Acci- 
dent Association, Des Moines. 

John W. Blevins and W. A. Currance, Interstate 
Life and Accident Company, Chattanooga. 

J. W. Hill and J. S. Irish, Iowa State Traveling 
Mens Association, Des Moines. 

R. E. Weaverling, Lincoln Accident and Life In- 
surance Company, Lincoln, Neb. 

Joseph Jenkin, The Maccabees, Detroit. 

Clyde W. Young and S. W. Munsell, Masonic Acci- 
dent Insurance Company, Springfield, Mass. 

Charles M. Adams, Massachusetts Accident Com- 
pany, Boston. 

Edwin Starkey, Mid-Continent Life Insurance Com- 
pany, Oklahoma City. 

C. C. Criss, Mutual Benefit Health and Accident 
Association, Omaha. 

F. M. Feffer, Mutual Life of Illinois, Springfield. 

C. H. Boyer, J. B. Boyer and E. C. Rockafellow, 
National Life Insurance Company of U. S. A., Chicago. 

C. A. Craig and T. L. Thompson, National Life and 
Accident Insurance Company, Nashville. 

E. Gilbert Robinson, National Masonic Provident 
Association, Mansfield, Ohio. 

M. S. Boyer, G. H. Summers and W. A. Granville, 
National Relief Assurance Company, Philadelphia. 

T. W. Appleby, Ohio National Life Insurance Com- 
pany, Cincinnati. 

E. E. Elliott and Loring Elliott, Physicians Casualty 
Association, Omaha. 

B. L. Tatman and A, A. Jekel, Reliable Life and 
Accident Company, St. Louis. 

J. J. Barnsdall and E. E. Meares, St. Lawrence Life 
Association, New York. 

H. W. Crawford, Standard Life Insurance Company, 
Pittsburgh. 

W. R. Lathrop, Southern Life and Health Insur- 
ance Company, Birmingham, Ala. 

W. W. Powell, Southern Surety Company, 
Moines. 

Wm. W. Schenk, C. W. Faithful and J. S. Jones, 
Union Indemnity Company, New York. 

J. B. Sackett, Union Insurance Company, Wichita, 
Kan. 

S. W. Jameson and F. E. Rushlow, United Life and 
Accident Insurance Company, Concord, N. H. 

A. C. Mason, Vermont Accident Insurance Company, 
Rutland. 

Walter G. Perry, Peerless Casualty Company, Rut- 
land, Vt. 

George R. Kendall and C. R. Kendall, Washington 
Life and Accident Insurance Company, Chicago. 

C. E. Spangler, Woodmen Accident Company, Lin- 
coln, Neb. 


Des 


W. B. Joyce Honored by National Surety 


Directors of. the National Surety Company 
at their meeting on Tuesday elected William B. 
Joyce chairman of the company, and named 
E. A. St. John president to succeed Mr. Joyce. 


SOUTHERN INDUSTRIAL INSURERS 

CONFERENCE 

Numerous Committee Reports and Several 
Interesting Papers Presented 

Following the joint session with the Health 
and Accident Underwriters Conference at 
Washington on Tuesday, October 3, the sepa- 
rate meeting of the Southern Industrial In- 
surers Conference was called to order in an- 
other room. 

About thirty-five were present at this open- 
ing session of the thirteenth annual meeting. 
President I. S. D. Sauls advocated service as a 
leading feature in his address, also referring at 
some length to the questions of legislation and 
taxation. The average tax collector knows 
little of insurance, and, in common with the 
people at large, is inclined to discriminate 
against insurance. Mr. Sauls referred grate- 
fully to the loyalty of members of the Con- 
ference. The routine business of the meeting 
was carried through, no action being required 
by the executive committee’s report. 

P. M. Estes, chairman of the law committee, 
credited most legislators with good intentions, 
but said most company officials were so en- 
grossed with the business affairs of their com- 
panies that they did not give sufficient attention 
to legislative matters. He advised the adoption 
of some plan whereby closer attention should 
be paid to preventing bad legislation and secur- 
ing that which is just. He prophesied that the 
time would come when greater reciprocity 
would exist between the States, and perhaps a 
company would pay all its taxes in its own 
State, the authorities thereof adjusting such 
matters with the other States. In general, tax 
rates are unequal and should be equalized. 

Four new members have been admitted, viz.: 
Rex Health and Accident, Indianapolis; Su- 
perior Life and Accident, Indianapolis; South- 
ern Life and Trust, Greensboro, N. C.; Busi- 
ness Mens Insurance Company, Greensboro. 

R. E. Ankers, actuary of the Continental Life 
of Washington, stated that it is easier to han- 
dle sub-standard risks in life insurance now 
than formerly, because of reinsurance facilities. 

In the absence of Dr. J. W. Johnson, presi- 
dent of the Interstate Life and Accident Com- 
pany of Chattanooga, W. A. Currance of the 
same company substituted for him. He told of 
the advantages of the visiting nurse service 
which was inaugurated by his company, and 
which is considered beneficial to both company 
and insured. It helps to prevent malingering, 
saving probably ten per cent in claims, and 
assists in the recuperation of claimants. Agents, 
while at first disposed to criticise this service, 
now approve it. It is, of course, only applic- 
able in big districts. 





Hot Springs Meeting 
(Continued from page 3) 
Metropolitan Life Insurance Company; Mr. Campbell, secre- 
lary of the Home Insurance Company; Mr. Tabler, manager of 
the Southern Department of the Phcenix Company ; and others, 
as well as many State and special agents from Arkansas and 
Prominent agents present include James L. Case, 


Oklahoma. 


President of the National Association; A. G. Chapman, chair- 


man of the executive committee ; Walter H. Bennett, secretary- 
treasurer of the National Association; Glenn D. Johnson, of 


4I 


Syracuse ; Eugene A. Beach, of Syracuse; Ernest B. Dunning, 
of Duluth, Mich.; Frank L. Gardiner, of Poughkeepsie; 
E. M. Allen, president of the Arkansas Local Agents Asso- 
ciation; A. W. Hickes, president of the New Jersey Associa- 
tion: Matt T. Mancha, member of the executive committee ; 
Thomas C. Moffat, chairman of the casualty committee. 
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PETER EPES, Supt. Agents 


E. P. AMERINE, Secy, 


$2,089,936.09 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, sacon, oa. 


W. E. SMALL, President 


AUTOMOBILE 
PLATE GLASS 


BURGLARY 
LIABILITY 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 


100% American—Have you thought of it? 














MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago, U.S. A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 





KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 

















W. A. Johnson, Pres. J. A. Walker, Sec’y and Treas. 


MISSOURI 


Life and Accident Insurance Company 


Home Office 
St. Louis, Missouri 


Capital fully paid $100,000.00 


ADMITTED ASSETS DEC. 31, 1921 $396,291.00 








THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mgr. 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
gg id POLICIES contain valuable SPECIAL DISABILITY and 
ND PERMANENT DISABILITY CLAUSES and DOUBLE 

INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L, Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 








Southwestern Life Insurance = | 


Dallas, Texas 


T. W. VARDELL, President 
Progressively Successful 


Insurance in Force over $95,000,000 | 
Assets over 8,000,000 


Operates in Texas only 


T. L. BRADFORD, Vice- -Presideat 














ACADIA MUTUAL LIFE ASSOCIATION 
THIS DID NOT HAPPEN BY CHANCE 


New Insurance Issued in 1921. . $42,448,000.00 
Gain in Insurance in Force. . .. 30,124,750.00 
Insurance in Force December 31, ‘1921. . 101,222,295.00 
Assets.. ae Picts al eticte tn weicsteie i eel o aioe 4,613,494.57 
Increase i in Assets... 1,518,954.00 
Increase in Reserve. ; 1,282,156.00 
Increase in Surplus... ack "225, 575.00 
UNEXCELLED LIFE INSURANCE PROTECTION— 
LOWEST NET COST—ABSOLUTE SECURIT Y—PER- 
FECT SERVICE—SQUARE DEALING—A SATISFIED 
IELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. 














ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Oompany 
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THE LEADING FIRE COMPANY 
OF THE WORLD 


ROYAL 
INSURANCE 


COMPANY 
LIMITED 
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Te Fidelity an (isualty @mpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1922— 
Total Assets - - Over Twenty-seven Million Dollars 
Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders - Over Seven Million Dollars 
Losses paid to June 30, 1922 Over Ninety Million Dollars 








CASUALTY LINES Surety Lines 
ACCIOENT FIDELITY 
HEALTH COURT 
uiasitity |Casualty Insurance| coNiract 

COMPENSATION 

AUTOMOBILE 
BURGLARY and 

REVENUE 


ROBBERY 
Surety Bonds 
LICENSE 


PLATE GLASS 
ELEVATOR 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 


FIDUCIARY 
DEPOSITORY 
OFFICIAL 
CUSTOMS 




















“INSURANCE THAT INSURES” 
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INTER-OCEAN CASUALTY COMPANY 


FounDED 1903 
CINCINNATI, OHIO 


Premium een 1921 

Increase Over 1920 

Admitted Assets, December 31, 1921 
Increase Over 1920 


$954,210.74 
166,31 = 
422,565.20 


307,908. 69 


Above figures verified by examination of the Insurance Departments of 
Indiana and Ohio under auspices of Examination Committee of the National 
Convention of Insurance Commissioners. 

Health and Accident Insurance only 





Write Home Office for Desirable Territory 
J. W. SCHERR, President W. G. ALPAUGH, Secretary 


$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 150,000 Claims Paid $5,000,000.00 


Unusual Agency Opportunities at present in Central 
States 

















Our Leading Salesman in 1921 made over $15,000.00 


Business Men’s Assurance Company 
W. T. GRANT, President a KANSAS CITY, MO. 








FIDELITY GUARANTEE 
By F. D. McMillan 
An English work describing the conduct of the busi- 
ness of fidelity insurance, comprising parts devoted to 
COMMERCIAL GUARANTEES; 


GOVERNMENT AND HIGH COURT BONDS; 
C. I. I. EXAMINATION PAPERS. 


Contains 242 pages, in buckram binding. 
PRICE, $6.00 


THE SPECTATOR COMPANY 


Sole Selling Agents 
CHICAGO NEW YORK 











American National Assurance Co. 


3719 Washington Avenue 
ST. LOUIS, MO. 


If you are big enough to handle a General Agency and can show 
a clear record, you are the man we are looking for. Wehave 
several openings for General Agents in Missouri, Illinois, 
Kansas, Ohio, Texas and Oklahoma. Contracts direct with 
the company. 


Write: Frank W. Engel, Agency Manager. 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 














Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nui Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 
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The Insurance Year Book for 1922-1923 


FIFTIETH ANNUAL 


ISSUE 


ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1922-1923 as heretofore, and embraces numerous 
important features. One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relates 
to Fire and Marine Insurance. All the statistical and other matter that they contain has been compiled with the greatest 


care by experienced insurance statisticians, the figures being taken from official reports. 


These volumes together con. 


stitute a trustworthy encyclopedia of insurance information. 
The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains the 


standard tables of Life, Casualty and other Companies brought down to include the official figures of 1921 for each 


company, in comparative form, for a series of years. 
Foreign Life and Accident Companies. 


Other tables show the standing and business transactions of 


THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insurance 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), together 


with details of assets and liabilities, and much other information. 


Tables are also given showing the status and trans. 


actions of the principal Stock Fire and Marine Insurance Companies of the world, and much other important informa 


tion relating to Fire and Marine Insurance. 


It also embraces statistics showing the means of fire protection in oye 


8,695 cities and towns in the United States and Canada, and a Directory of 62,000 Agents, Adjusters and Attorneys, 


EACH VOLUME 


is COMPLETE 


iN ITSELF 


LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to such 


Companies under chapters headed as follows: 

STATUTORY REQUIREMENTS. STATISTICS OF FOREIGN COMPANIES. 
INSURANCE IN CANADA. LIFE UNDERWRITERS’ ORGANIZATIONS. 
RETIRED AMERICAN COMPANIES. DIRECTORS OF COMPANIES. 
GENERAL AND SPECIAL AGENTS. 

These several chapters apply to the special features of Life and Miscellaneous 
Insurance, and are entirely different from similar chapters enumerated below for 
Fire and Marine Insurance. 

LIFE INSURANCE TRANSACTIONS FOR FIFTY YEARS. 

This is a regular series of tables that have formed an important feature of THE 
Year Boox for many years, presenting in comparative form the business transac- 
tlons of American Life Insurance Companies for fifty years. They show the current 
business of the Life Companies in a concise manner for ready reference. 
COMPENDIUM OF OFFICIAL LIFE INSURANCE REPORTS. 

A very important series of tables, occupying one hundred and sixty-three 
pages, giving the comparative exhibits of the inegs and financial! standing of all the 
Life Insurance Companies of the United Sta ted under this heading. These 
tables are compiled from official reports < he most comprehensive analysis 
of the annual statements of life insuran es ever presented. These tables 
have met with great favor since their fir n, and they have been extended 
and improved for the present edition of THE < by the exclusion of classifica- 
tion of bonds and stocks owned and mortgage ! by states 



















| existing Life Insurance Companies for the past twenty years. 


LIFE INSURANCE HISTORY. 

Under this heading a tabular exhibit is presented covering the transactions of all 
y : st t The tables show the 
receipts of companies from policyholders, their investments, etc.; disbursements to 
policyholders under separate headings; expenses, total disbursements, new busi- 
ness, insurance in force at the close of each year, assets, liabilities, surplus, and in 
fact all the material points that are contained in the statistics regarding the transac. 
tions of recent years. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE. 

_A separate section is devoted to these important branches presenting a vast amount 
of information, statistical and otherwise. The section opens with a carefully prepared 
synopsis of the statutory requirements concerning the admission of companies to 
other States. Liability and workmen’s compensation insurance is exhaustively 
treated so as to show the methods of operation, while the plans of other branche 
are also presented. The statistics cover a period of ten years and are arranged 
in an easily comprehended f i, while giving all essential items. The department 
of Business by States occupies 169 pages and witl be found of great value. 
The fact that everything relating to CASUALTY, SURETY AND MISCELLANEOUS 
COMPANIES is now brought together makes THE YEAR Book more valuable than 
ever to that class of underwriters. 









FIRE AND MARINE iNSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. Under this chapter head are 
presented detailed statements as of Dec. 31, 1921, of the respective fire and marine 
{neurance companies and Lloyds operating in the United States, with comparative 
tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutual companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
premiums and losses by classes of business; business since organization; data concern- 
ing San Francisco and other conf l and surplus contri- 
butions, etc. This chapter em e foll ig ¢ of companies: American 
Stock Fire and Marine Ins. Cos. (licensed); Foreign Fire and Marine Ins. Cos. (licensed 
Mutu 
















1asse 








in the United States); American al Fire and Marine Ins. Cos.; Underwriters’ 
Ager loyds and Reciprocal Underwriters’ Associations; Unlicensed American 
Fire Ins. Cos.; Unlicensed Foreign Fire and Marine Ins. Cos. 


AMERICAN BUSINESS.—NEW YORK CITY PREMIUMS (by companies for 


2 years). FIRE LOSSES IN NEW YORK (50 years). STATE INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESSIONS. SHORT RATE SCALES. 


FIRE LOSSES IN THE UNITED STATES (47 years). FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years) NATIONAL BOARD TABLES (risks, 
remiums and losses, 62 years) TAXATION OF FIRE INSURANCE COM- 
PANIES. RISKS COVERED BY AUTOMOBILE POLICIES. AUTOMATIC 
SPRINKLERS. STATISTICS OF FIRES IN AMERICAN CITIES AND IN 
FOREIGN CITIES. RETIRED COMPANIES. RECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF INSURANCE LAWYERS, 
BROKERS AND COMPANIES ACCEPTING SURPLUS LINES. AND 
DEPENDENT ADJUSTERS. CLASSIFICATION OF PREMIUMS 
LOSSES, 1921, FIRE INSURANCE IN CALIFORNIA FOR 36 YEARS. 5 
PREMIUMS IN VARIOUS CITIES IN 1921. TAXES PAID BY FIRE INSUR- 
ANCE COMPANIES IN 1921. 


_STATISTICS OF FOREIGN COMPANIES. INSURANCE IN_ FOREIGN 
Ce marr: — consular reports, etc., from all parts of the a 
NSURANCE IN CANADA. LATEST HOME OFFICE STATEME 
FOREIGN COMPANIES. ne 

FIRE DEPARTMENTS AND WATER SUPPLY.—This exceedingly valuable 
department embraces 520 Pages of data concerning the equipment for fire protective 
purposes of over 8,695, cities and towns in the United States and Canada. The 
information herein presented has been gathered from reliable sources, and formsa 
most useful reference work for practical underwriters. 

NOTABLE CONFLAGRATiONS IN THE WORLD’S HISTORY.—A list of 
the more important fires froin B. C. 1897 to A. D. 1922. 
. LARGE FIRES IN THE UNITED STATES AND CANADA.—This list comprise 
the fires which have occurred in the United States and Canada in the last two centuria 
and which are believed to have each inflicted damage amounting to at least $1,000,000. 

DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AND 
CANADA.—A list comprising about 55,000 insurance agents, specifying the clases 
of business transacted by each. Also 7,000 adjusters and attorneys. 

UNLICENSED COMPANIES.—In the chapter devoted to “ Reports of Fire Insur 
ance Companies’’ is given much information as to Foreign companies which operate 
in this country without the authority of State Insurance departments. Very w 
to agents, brokers, reinsurance clerks and the insured. 

MARINE DATA.—Policy forms, including New American Institute form; York 
Antwerp Rules, Statistics, etc. 
.. -LOYDS AND RECIPROCAL UNDERWRITERS.—In the chapter devoted to 
‘Reports of Fire Insurance Companies’’ is given much information concerning tht 
numerous Lloyds and exchanges operating in various parts of the country. 

MISCELLANEOUS TABLES.—There are also other tabulations, giving risk 
written and !n force; fire patrols; etc. 


=) 





THE INSURANCE YEAR BOOK during its many years of publication has obtained a recognition among underwriters of all classes as @ 


standard authority upon ail matters pertaining to the business of insurance. 
The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper with clear, legible 


men engaged in field work. 
type. 


to other countries the extra cost of postage to be added. 


THE SPECTATOR COMPANY, 135 William Street, New Yor! 


It is invaluable to managers of companies as well as to the active 


PRICES.—The following are the prices of THE INSURANCE YEAR Book, for the separate volumes or for the complete set: 
Life, Casualty,Surety and Miscellaneous Insurance, $15.00. Fire and Marine Insurance, $15.00. Both volumes, when ordered together, $2 


Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of pricti 
All customs charges in foreign countries must be paid by the purchase 
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